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Henry W. Ives & Company 


INCORPORATED 1910 


75 FULTON ST., NEW YORK 


UNDERWRITING MANAGERS for 
THE UNITED STATES and CANADA 


FOR 


EXCESS COMPENSATION 
CASUALTY COVERS 


RAIN INSURANCE 


“Inland Lloyds” 
of New York 


Security Mutual Casualty Co. 


Cash Deposits in OF CHICAGO 


New York State 


$415,050.50 Assets $6,800,000 


Surplus $2,210,000 





Duly organized, approved 
and licensed by the Insur- 
ance Department of New 


York. Surplus and Reserve $6,200,000 


STRONGEST CASUALTY 
COMPANY IN AMERICA 


ALL FORMS OF INSURANCE 
ACCEPTED 
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PENNSYLVANIA 
WISCONSIN 
INDIANA 
MICHIGAN 
ILLINOIS 
OHIO 


As the result of a new plan 
of territorial division, which we 
have just adopted, we are 
offering some exceptionally re- 
munerative general agency con- 
nections in the above named 
states. 

Communicate with the 
Home Office at once for 


com plete information. 
You will have no regrets. 


INTER-STATE 


BUSINESS MEN’S ACCIDENT ASSO. 
The Oldest Organization of its Kind in America 
BROWN HOTEL BLDG.—DES MOINES, IOWA 
ERNEST W. BROWN, Sec’y-Treas. 
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PAY THEIR 
OWN WAY 


The series of agency gatherings held in all parts of the 
country since the first of the year, and in which Lincoln 
National Life fieldmen have mingled with the Home 
Office officials in a three day educational program, will 
pay real returns as they have since the plan was inaugu= 
rated. 

Through these gatherings the idea of cold blooded 
routine gives way to the personal touch of real friendship. 
Service ties are strengthened. There are practical sales 
demonstrations. 

In the same way that these sectional meetings benefit 
the Lincoln National Life, its agents have found that 
they pay substantial returns to those who 
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The Lincoln National Life Insurance Co. 


“Its Name Indicates Its Character” 
Lincoln Life Building FORT WAYNE, INDIANA 


Now More Than $300,000,000 in Force 
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INTER -SOUTHERN UFE BUILDING 


THE INTER-SOUTHERN LIFE INSURANCE C0. } 
LOUISVILLE, KENTUCKY 
JAMES R. DUFFIN, President 


is a good Company 
CLEAN — STRONG — PROGRESSIVE 
Over $85,000,000 of business in force 











WEST COAST LIFE 
INSURANCE COMPANY 


San Francisco, California 








LIFE 
GROUP 
SUB-STANDARD 
COMBINATION ACCIDENT & HEALTH 





Business in Force $64,667,311 
Admitted Assets $8,867,706 











Indianapolis Life Insurance Co, 


GROWING STEADILY 


INSURANCE IN FORCE 
Ss 325,000.00 
1,281,909.93 
2,158,315.62 
2,344,449.12 
3,037,135.59 
3,760,237.71 
4,451,264.48 
5,756,690.86 
7,011,554.27 
8,655,788.49 
10,231,921.21 
12,021,820.06 
13,665,053.54 


15,532,346.26 
20,456,374.44 
27,006,018.90 
31,275,345.88 


1922 35,236,427.74 
1923 40,882,131.98 


LOW INITIAL PREMIUMS—LARGE ANNUAL DIVI- 
DENDS—CLEAN RECORD 

Operates in Indiana, Illinois, Ohio, Michigan, Texas, | 
Minnesota and Florida 





Agency contracts direct with Home Office 


Address 
Frank P. Manly, Pres. or Joe C. Caperton, Agency Mgr. © 
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National Assn. of Insurance Agents 
Charles R. Miller Elected 
Multiple-Line Agencies 

Oppose Monopolistic Bill 





Missouri Life and Accident 

Fraternals in Oklahoma 

The Field for Life Annuities 
by D. P. Fackler, F. A. S. 
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AGENTS FEAR FIXATION OF COMMISSIONS 


Discussions At Mid-Winter Conference In Washington Center On 
Governmental Interference 


| By a Staff Correspondent of Tur SPECTATOR] 


NCREASING evidence of a fear that the 
commission situation is getting out of hand 
characterized the mid-year conference of 
the National Association of Insurance 
\gents held at the Washington Hotel, 
Washington, D. C.. Tuesday and Wednes- 
day of this week. Except for a short in- 

terruption, while Congressman Underhill 
discussed the relative merits of the litzgerald and Underhill 
bills, the discussion hinged upon commissions. ‘The question of 
the break between the Western Union and the Western [nsur- 
ance Bureau was only a background from which the commis- 
sion question dissolved itself. 

Over two hundred agents were present and each one seemed 
to have a different idea as to the exact method which should be 
pursued in solving the pressing problems of the day. The only 
uniformity of opinion seemed to be in the general proposition 
that the legislatures should not take action to override the right 
of private contract as between the companies and the agents. 
Unless the developments of the Wednesday discussion serve to 
clear the air, President Frank R. Bell and his associates in office 
will be much at sea as to how to chart a course which will meet 
with the satisfaction of a majority of the membership. 

President Frank R. Bell, of Charleston, West Virginia, in his 
official report. without any preliminaries, opened with a history 
of the part of the agents in the Western Union-Western Insur- 
ance Bureau break. Mr. Bell made no pertinent comment upon 
the situation other than to remark upon the impossibility of 
making the two organizations appreciate the conciliatory efforts 


of the other. He deprecated strongly the efforts of commis- 
sioners to inject themselves into a situation which should 
properly be handled by the companies and agents themselves. 

The continued growth of the multiple agency problem re- 
ceived considerable attention from Mr. Bell and he suggested 
that the time had arrived for a country-wide survey of the situa- 
tion in order to bring out forcibly the importance of the matter. 
He stated flatly (and was applauded in consequence) that the 
sole agency rule is the only sound and economic plan upon which 
the fire insurance business can be conducted. 

Mr. Bell read his report in a voice tinged with earnestness 
He was followed by Chairman Thomas C. Moffatt, 
Mr. Moffatt spoke ex- 


and feeling. 
who was in precisely the same mood. 
temporaneously, thus violating a precedent. 

He spoke first of the proposition of developing a code of 
ethics. No code has yet been developed, although progress is 
being made by a sub-committee appointed for the purpose from 
the executive committee. Neither had any definite report been 
prepared as vet upon the matter of revising the constitution. 

Referring now to the Western situation, Mr. Moffatt pointed 
out that while there had been no opportunity to find out the 
sentiment of the membership in open meeting, he believed that, 
through small meetings and a volume of correspondence, the 
officers had been able to correctly appraise the feeling of the 
agents. 

He enunciated again the principle. which he has so often ex- 
pressed in the conferences of the past few months, namely, that 
it is neither proper for a company to offer nor an arent to 


(Continued on page 33) 
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THE MAKING OF THE FIRE INSURANCE RATE 


Edward B. Hardy, Iiststant Manager, Ner York Fire Insurance Exchanges 


Eighteenth Article 






A Pamphlet of 1861 


(Continued from last week) 
The standards and charges are well worked out and one 
who is at all familiar with the development of schedule rating 


will find features now in use. On these points the 


pamphlets read as follows: 


many 


STANDARD TARIFF OF Rates oN BriIcK AND STONE DWELLINGS 

CLASS A—One brick dwelling, detached 80 feet; roof of slate, metal 
or composition; walls, 12 inches in thickness. 

Such a dwelling, as above described, Thirty-five cents. 

For 8 inch walls, add Five cents. 

For dwellings with cut stone fronts, live cents. 

CLASS B—Two brick Dwellings, otherwise detached 80 feet; roof of 
metal, slate or composition; entire division walls, 12 inches in thickness, 
and rising above the roof at least 8 inches clear of roofing material. 

Such a dwelling, as above described, Forty-five cents. 

If walls do not rise above the roof at least 8 inches clear 
material, add Five cents. 

If walls rise above the roof but 4 inches or less, add Ten cents. 
more, with the roofing 


rf roofing 


If walls do rise above the roof 8 inches or 
material continued across them, add Five cents. 

If walls do not rise above the roof, with a continuous, shingle roof 
across them, add, in addition to the charge for shingle roof, Fifteen 
cents. 

For & inch division walls in dwellings over two stories high, and 
basement, add Ten cents. 

lor 8 inch division walls in dwellings only two stories high, and base 
ment, add Five cents. 

For dwellings with cut stone fronts, add live cents. 


(See I[-xposures.) 
CLASS C—Three brick dwellings in block otherwise detached 80 
feet: roof of metal, slate or composition. Entire division walls, 12 


inches in thickness, and running above the roof at least & inches above 


the roofing material. 
Such dwellings, as above described, 
The outside ones, l’orty-five cents 
The center one, Fifty cents. 
If walls do not rise above the roof at least eight inches, clear of 
roofing material, add Five cents. 
If walls rise above the roof but four inches or less, add Ten cents. 
If walls do rise above the roof eight inches or more, with the rooting 
material continued across them, add Ten cents 
If walls do not rise above the roof, with a continuous shingle roof 
across them, add, in addition to charge for shingle roof, Fifteen cents 
For 8 inch division walls in dwellings over two stories high, and base 
ment, add Ten cents. 
For 8 inch division walls in dwellings only two stories high, and bas¢ 
ment, add Five cents. 
For dwellings with cut-stone fronts, add Five cents. 
(See Exposures.) 
outherwise de 


block 
entire division walls, 


CLASS D—Four or more brick dwellings, in 


composition ; 
at least 8 inches, clear of 


tached & feet; roof of metal, slate or 
12 inches in thickness, rising above the roof 
roofing material. 
Such dwellings, as above described, 
The inside ones, Fifty-five cents 
The outside ones, Fifty cents 
rooting 


least 8 inches clear of 


+ 


If walls do not rise above the roof, at 
material, add Five cents 
If walls rise above the roof but 4 inches or less, add Ten cents, 


If walls do rise above the roof 8 inches or more, with the root 
material continued across them, add Ten cents. F 
If walls do not rise above the roof, with a continuous shingle to9; 
across them, add, in addition to charge for shingle roof, Fifteen cents, : 


For 8 inch division walls, in dwellings over two stories high, wit 


basement, add Ten cents. 
For 8 inch division walls, in dwellings only two stories high, it 
basement, add Five cents. 
For dwellings with cut stone fronts, add Five cents. 
(See Exposures. ) 
Shingle roof-——-The charge for shingle roof shall be as follows: 
If exterior exposure 10 feet distant or under, Twenty-tive cents. 
10 to 20 feet, Twenty cents. 
20 to 40 feet, Fifteen cents. 
40 to 60 feet, Ten cents. 
60 to &o feet, or 


“detached,” live cents. 


PrivAte STABLES 








lor rate on private stables, occupied by occupant of dwelling, add, i | 


of brick, to rate on dwelling to which they belong, unless othet exposed 
Thirty cents. 
If of wood add to rate on dwelling, Fifty cents. 
Exposure to Dwellings from private Stables: 
For exposures to dwellings from private stables, occupied by occupart 
of dwelling to which they are attached, add as per table of exposure, 
With ashes in barrels or boxes in wood shed or kitchen )_. , 
With stove-pipe through roof or side of kitchen ke ninsurabh 


TARIFF OF RATES ON STORES AND WarREHOUSES—CLASs E 


The rates affixed to the several classes of buildings, are the premium 
when occupied by one tenant, conducting business not hazardous, and 
containing no goods hazardous, extra-hazardous or specially hazardous 
that attach to the building, as described in classes of merchandise at 
minimum rates. 

A Standard or First-class Building is as follows: 

Materials 


3rick, stone or iron. 


Size—51 feet high, or less; 140 feet deep or less 
Roof—Slate or metal. 

Gutters and Cornice—Brick, stone or metal. 
Walls—16 inches in thickness, or 12 inches ledged. 


If of stone, 20 inches in thickness. 
Walls to rise above the roof not less than 12 inches. 
NOTE 
joists to rest upon, instead of cutting into the wall and inserting ther 
Sky Lights and Well Holes or !latchways—None. 
Iron Shutters 


Openings and Communications with other 


\ ledged wall means a wall with projections built out for t 


On all opeiings. 
Buildings—Nene. 
Occupation—One non-hazardous tenant. 
Heating—Whether by steam. furnace or stoves. to be aporoved ! 
Agent. 

Such a building, as above described 
Basis, Fifty cents. 


Wares, 


Standard 
NOTE 2 


minimum 


For Goods, Merchandise, &c.. add according | 


table. 


STANDARD TARIFF ON BrICK Ok StoNE Stores, Wak 


&e. 


feet, add Five cents. 


ADDITIONS TO 
Crass E. 


HOUSES, 


Height—51 feet, or less than 61 


61 feet, or less than 66 feet. add Ten cents. 


66 feet or less than 70 feet, add Iifteen cents 
70 feet, and upwards, Twenty cents. 
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iCCIDENT INSURANCE METHODS 
|’ is a peculiar thing that so important 
an address as that delivered at the re- 
cent mid-winter meeting of the Health 
and Accident Underwriters Conference 
by W. T. Grant, president of the Busi- 
Mens 
sas City, Mo., should have resulted in 


direct 


ness \ssurance Company, Kan- 


almost no discussion. It was a 
challenge to the efficacy of present-day 
of the 
Yet Mr. 


Grant’s audience took it sitting down. 


methods used in the writing 


health and accident insurance. 


Indeed one may as well say that it was 
a challenge not to present-day methods, 
hut to methods which have existed since 
The 
basis of the challenge was founded on 
Mr. by 
which 
showed that the growth of the health and 


the organization of the business. 


statistics furnished to Grant 


THe Specraror, conclusively 
accident business has not kept pace with 
the growth of the fire or life insurance 


Mr. 


was not taken up in open meeting but it 


business. The challenge of Grant 


has since been rumored that “lobby talk” 
tried to discount the effect by a counter 
challenge involving the accuracy of the 
that the 
most careful checking of them in the 


offices of Tour 


igures presented. Truth is 


SPECTATOR, as taken 
trom The 
tically 


Insurance Year Book, prac- 
all. 


were obtained directly from the sworn 


substantiates them They 
reports of the companies as filed in vari- 
ous State department offices and have 
yeen accumulated in The Insurance Year 


Book over There is 


period of years. 


a disposition on the part of some acci- 
health 
include in the totals of this branch of 


dent and managers to wish to 
the business the premiums received by 
life insurance companies for the disa- 
The 


refused to 


bility clauses in the life policies. 
various commissioners have 


make such classification, however, and 


i this they are undoubtedly right. It 
would be difficult to produce any good 
reason for such an inclusion. Certainly 
do, Tue Sprecraror ts 


until they 


not justified in so doing. The figures 
Mr. Grant present the situ- 
the 


ness in its true light. 


quoted by 


ation in health and accident busi- 

Mr. Grant found three things wrong 
with the business, by which he accounted 
fer the lack of proportionate growth: 
(1), restricted and unlimited policy con- 
haphazard, unsystematic 


and (3), lack of appre- 


tracts ; ee) 

sales methods ; 
ciation of public viewpoint in claim set- 
tlements. To these three might well be 


added a fourth, lack of use of educa- 
tional propaganda either among agents 
or prospects. Any one of these four 
faults is serious. If the health and acci- 
dent managers hope to keep their busi 
ness apace with the other important lines 
of insurance, there is not the faintest 
doubt but that they must give stern con- 
sideration to all of them. Health and 
accident insurance is quite as necessary 
to the public as is any other form of 
insurance. The only excuse for its lack 
of development lies in the use of anti- 
quated methods and the absence of any 
broaden the 


substantial movement to 


market. The business has been conducted 


along narrow lines which have, to a 
large degree, obviated the possibility of 
the production of new writings. There 
are a small number of companies which 
health and accident 


actually go after 


business. Then there are a large num- 


ber of companies which merely take 


such business as they can get. These 
latter companies have been responsible 
for the now common practice of steal 
ing renewal business rather than produc- 
ing new business. Companies have bid 
against one another for accident renew- 
als until commissions on 2/d business not 
infrequently reach the outrageous figure 
of from 40 to 45 per cent. So long as 
the practice of paying full commissions 
for renewed business remains in force, 


there will be top-heavy expense, and so 


5 








long as the companies confine their 


efforts to bidding against each other, 
instead of concentrating on the produc- 


tion of real new insurance, the busi- 


ness will never attain proportionate 
erowth, 

Accident insurance, in one respect at 
life 
order to sell it, it must be preached. 


least, is similar to insurance. In 


There are some branches of insurance 
in which sales material is simply handed 
to agents without the companies making 
any definite attempt to help them in 
contact with the public. 
Life insurance, on the other hand, has 


establishing 


been so thoroughly preached, and the 
public has been so well educated regard- 
ing its merits, that there is now consid- 
erable buying of it with but little if any 
direct effort on the part of the sales- 
For than half a 
has 


man. 
THE 


more century 


SPECTATOR been supplying 
the life insurance companies and_ their 
agents with literature and statistics cal- 
the 


tance offered by the public. 


culated to break down sales resis- 
The result 
had been a gradual but nevertheless won- 
derful change in the attitude of the indi- 
vidual citizen toward life insurance it- 
self and toward the companies writing it, 
until, at the present time, both are en- 
joying that wide popularity which they 
The health 
surance companies have made some pro- 


deserve. accident and in- 


gress in this direction, to be sure, but 
their propaganda in favor of accident 
and health policies has been carried out 
Although THe 


on rather a small scale. 


SPECTATOR was in the field early 
with books of reference and, other can- 
vassing aids for the use of accident 


agents, and is steadily supplying them 


with current publications as agency 
helps, that branch of insurance does not 
use sales literature of an independent 
character, such as is liable to attract the 
attention of the public to any such ex- 
tent as it is used in other branches of 
the business. If accident and health 
company managers feel that they can 
afford to spend 45 per cent of the annual 
premium for the production of business, 
let them lower the commission to a reas- 
figure and do effective 


onable some 


preaching. Thus, with the same expen- 
diture, they will be able to acquire more 
new policyholders. And that is the crv- 


ing need of the day. 
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WILLIAM E. GLADSTONE 


Gladstone was a statesman, and looked the 
part. His make-up savored of the owl—piercing 
eyes, aquiline nose, thin oratorical lips, retreating 
forehead, gray hair, side whiskers goatee—wisdom 
personified. England honors him as one of her 


greatest sons. 


He answered the call of duty. Though liter- 
ature lured him, his country’s legislative need _re- 


ceived his services. Most of his life he dedicated 


to improvement of the government. 


Of course, to understand law-making is to under- 
stand the urgent requirements of the individual. 
Hence, you may be sure, such a man of depth could 
not fail to observe the inestimable benefit of family 
security. Of this he stated: “I dare say there are 
not many who know to what an extraordinary extent 


the public are dependent on life insurance.” 


The Prudential 
Insurance Company of America 
Epwarp D. DuFFIELD, President 
Home Office, Newark, New Jersey 
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THE SPEC TCAION 








“\re we apt students?” asked Mr. 
By action, rather than by words, 


Grant. ; ‘ 
the chorus, “We are not! 


comes back 

In an effort to do its share in helping 
the managers to speed up the progress 
of the health and accident business, 
THE SPEC 
publishing a series of articles for agents 
intended to educate and inspire them. 


These articles will be prepared by a 


will next week. start 


rATOR 


prominent company executive, who has 
had experience in the field and has risen 
rapidly, through unusual ability, to his 
present official position. The author of 
them had independently arrived at the 
same conclusion as Mr. Grant has ad- 


vanced, and had discussed them with 
THE SPECTATOR. \rrangements for 
the publication of the articles were 


made, in consequence of these investi- 
sations. before Mr. Grant’s able paper 
brought the matter into such prominence. 


PRACTICES 


HE practice of various agents and 


AGENCY 


agency organizations changing en- 
dowment and limited payment life pol- 
icies to the ordinary life or term plan, 
as of original date, and using the excess 
reserve values to buy new insurance, 
is fraught with dangerous potentialities, 
hut it presents no immediate cause for 
alarm. The companies are thoroughly 
cognizant of the evils in this question 
of policy changing and are intent upon 
minutely laying bare all bad practice in 
order to stamp it out while prevalent 
But 
the predominance of adverse results from 


only in its present embryonic stage. 


policy changing in its incipiency does not 
necessarily preclude the possibility of 
from 
The 


problem is to assay the small amount of 


vood insurance service derivable 


the practice, within certain limits. 


value out of the mass of malpractice. 
policy 


gives 


where such 


have in question 


There are cases 
change as we 
the policyholder actually needed addi- 
tonal protection and so further incul- 


joy of 


cates in him the life insurance. 
his possibility in the policy change 
ust not be thrown away. The ana- 


vtical time trial method which the com- 
panies are wisely adopting will eventu- 
ally segregate the bad and leave the good 
for what it is worth in this practice. 

\ special comunittee of prominent life 
underwriters the Life Under- 


New York, recently investi- 


from 


Writers of 


gating this question of policy changing, 
reported to the Life Agency Officers’ 
\ssociation that the practice is becoming 
more and more prevalent. The commit 
tee recommended : 

That all companies have an additional ques 


tion placed in their application or examina- 


tion forms, or both, asking if the insurance 


applied for is being taken for the purpose of 


replacing or changing insurance held in any 
ther company. 

That all general agents and managers be 
requested to use their influence to see that 
their agents are instructed to discontinue 


these practices and alse, if it is a practice of 
that 
their agents to do this specific kind of work. 


their othce, they discontinue training 


That all agents themselves be requested to 
“Do 
would have others do unto you,” and that is, 


observe the rule: unto others as you 


not to disturb a well-placed line of insurance 
sold by their fellow agents. 

Such action by this committee, which 
it appears to have voluntarily taken upon 
itself, is praiseworthy as a progressive 
measure, consistent with and of assis- 
tance to the companies in their move- 
ment, already operating, to sift out the 
numerous evils of this policy changing 
practice and keep for well selected use 


the several redeeming features of it. 
Hl? SPECTATOR recently began 
the publication of a series of Fables 
for The Man in the Street, by William 
Alexander, who is widely known not only 
as the secretary of the Equitable Life 
Assurance Society of the United States, 
but as a most entertaining and _ helpful 
writer upon life insurance topics. These 
fables are designed to assist the life 
insurance agent in obtaining business, 
and they will later be published in book- 


let form for the convenient use of 
agents. [Fach fable deals with some par- 


ticular phase of life insurance, is appli- 
cable to human needs, and is well calcu- 
lated to impress the reader with the 
utility of life insurance. 


Ohio Commissioner on Pinehurst Program 

Superintendent of Insurance Harry L. Conn 
of Ohio, chairman of the laws and legislation 
committee of the National Association of In 


surance Commissioners, requests all commis- 


sioners to communicate with him regarding 
matters to be placed on the business program 
of the coming spring meeting of the associa- 
tion to be held at Pinehurst, North Carolina, 
during the early part of April. It is expected 
that this meeting will bring a large attendance 


and that the various problems now facing the 


business will be settled. 





ALBANY LEGISLATION 
Many Bills on Calendar—Insurance Insti- 
tute of America Seeks Incorporation 

Atpany, N. Y., March 19.—With final ad- 
journment due early in April, the legislature is 
heginning to take up pending insurance bills in 
earnest. The House is doing most of the work, 
in this connection, the Senate thus far having 
given no consideration of moment to insurance 
legislation. 

Bills just introduced include one offered by 
Senator Byrne and Assemblyman Hutchinson, 
in their respective branches, incorporating the 
Institute of America. The incor- 
porators’ names are: Robert R. Brown, Walter 
G. Falconer, Edward R. Hardy, Otto E. Lane, 
Ikdson S. Lott, Clarence A. Ludlum, Charles R. 
Cecil F. Shallcross, Calvin Weston 
Bailey, William Embery, Daniel N. Handy, 
Jacob B. Levison, Frederick Richardson, Victor 
Roth and William B. Stevens. The corpora- 
tion’s objects are to provide and maintain a 
central organization for the promotion of effi- 
ciency, progress and general development among 
persons employed in connection with insurance 
of any kind, whether members of the Institute, 
or not; to publish a journal and any other mat- 
ter deemed desirable; to form a library for the 
use of members; to offer money or other prizes 


Insurance 


Pitcher, 


for essays or research on any subject bearing 
on insurance; to devise and impose means for 
testing the qualifications of candidates for the 
certilicates of the Institute, by examinations in 
theory, and practice, or by any other tests, and 
to grant certificates of qualifications to the suc- 
cessful candidates; and to establish an honorary 
membership, and to take such appropriate ac- 
tion as may seem to the executive committee 
fitting and proper, for recognizing and honor- 
ing work of distinction and particular merit in 
the field of insurance. The bill was referred 
to the judiciary committee in both houses. 

Other bills introduced include the following: 

Assemblyman Devereux, ‘amending the in- 
surance law by providing for group life insur- 
ance covering National Guard units. It is the 
same as the Senate bill, offered some time since. 

\ssemblyman Conroy, adding new section 
107-a, insurance law, requiring the insurer to 
agree with the automobile owner, under an in- 
demnity policy, to notify the insured of every 
offer of adjustment made by claimant, the in- 
sured having the right to settle the claim at his 
own expense. 

Assemblyman Meurs, amending sections 11 
and 24, workmen’s compensation law, in rela- 
tion to remedy by action, and with reference 
to costs and fees. 

Senator Dunnigan and Assemblyman Hutch- 
inson, amending sections 141, 141-a and 141-b, 
insurance law, relative to rate-making associa- 
tions and regulation of rates. It provides that 
such organizations must adopt reasonable rules 
for limiting agencies and regulating commis- 
sions. 

Senator Dunnigan and Assemblyman Hutch- 
inson, providing for transfer to the State 
Comptroller of moneys and securities in the 
hands of the Superirtendent of Insurance, 
(Continued on page 45) 




































Accident Insurance— 


A Source of extra profit for the 
Missouri State Life Agent 


Accident Insurance is the logical running mate of 
Life Insurance. Buyers of Life policies quickly see 
the wisdom of safeguarding their incomes, which 
pay the premiums. Life Agents place Accident 
policies along with Life policies by applying very 
slight additional sales effort. 


Accident Insurance renews readily with full com- 


missions to the Agent. 


MISSOURI STATE LIFE INSURANCE COMPANY 


M. E. SINGLETON, President Home Office: SAINT LOUIS 


LIFE ACCIDENT HEALTH GROUP 
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MULTIPLE LINE AGENCIES 
Life Insurance Agents Now Appointing Partners 
to Handle Fire and Casualty Lines 


Within the past few years there has been 
er-growing tendency on the part of both 
and general agents of insurance com- 
panies to consider the possibilities of adding 
other lines of coverage than those already 
handled and to thus broaden the scope of their 
service to the public. There are, of course, 
many reasons for this; but perhaps the chief 
reason lies in the fact that the growth of the 
life insurance business, the activities of life 
insurance companies and the enormous total 
of moneys held in trust by them for their pol- 
‘cyholders have combined to make the selling 
él all kinds of insurance less and less diff- 
Another factor in bringing about this 


an eV 


agents 


sult. 
pee has been the strong influence exerted 
by the propaganda preached through the hun- 
dreds of insurance publications, printed by The 
Spectator Company, which have entered the 
homes of millions of prospective policyholders 
during the past fifty-six years. The result of 
all this is that the public at large has a better 
conception of insurance and a more friendly 
attitude toward the to-day 
than it has had at any’ previous time in the 
history of the United States. It is not sur 
prising then that general agents, already en- 
gaged in offering life insurance protection to 
their various communities, should turn their 
attention toward the additional revenue to be 
derived from the sale of fire and casualty in 


insurance agent 


surance contracts. 


A PREVALENT TENDENCY 
In many of the large cities throughout the 
move 


has been a_ well-defined 


Life insurance agen 


country there 
ment in this direction. 
‘ies, doing a thriving business and willing to 
seize upon opportunities for augmenting the 
office income, are in many instances establish- 


ing fire and casualty insurance departments at 


the head of which are placed men with special- 
ized experience in these lines of coverage. Such 
fire and casualty department men do not inter- 
fere with the regular life insurance agents, but 
form a distinct source of revenue having its 
Wn representatives and permitting the highest 

There is a 
arrangement 


degree of service to policyholders. 
tangible advantage in an 
which the progressive life insurance general 
agent in important cities has not been slow to 
avail himself of. 


such 


This consists in the possibili- 
ties of co-operation between agents selling dif- 
ferent kinds of insurance from the same agency 
office. The sale of a life insurance policy, un- 
der such circumstances, can be made the fore- 
runner of 


or casualty risks and the several 


of sales other policies. protecting 
against fire 
departments in the general agency can be of 
utmost each other 


taming their separate identities. 


while main 
In this man 
ner overhead expenses can be lowered, a more 


assistance to 


substantial volume of business can be carried 
on the books and a better service, complete 





to clients. 

The increased income resulting from this idea 
has again and again been brought to the atten- 
tion of general agents through these columns. 
\s the leading multiple-line insurance paper, 
Tue Specrator, has for fifty-six years urged 
the 


‘na every way, can be rendered 


value of the large city general agency, 
which is equipped to meet all the insurance 
needs of any individual and has shown the ad- 
vantage such an agency has over competitors. 
The tendency toward competent multiple-line 
insurance agencies has not been confined to the 
life insurance men. Fire and casualty general 


agents have observed the successes possible 
through the installation of life insurance de- 
of them 
sought the representation of reputable life in- 


surance companies. 


partments and many have already 


That this condition already exists is proved 
hy the fact that several fire and casualty gen- 
eral agencies throughout the country have re- 
‘ently established life insurance departments. 
\mong these may be mentioned the agency of 
(). Edwin Barnes in Brooklyn, N. Y.: the well- 
known fire insurance agency of Hoey & EIli- 
son in New York city, and the firm of Burnett 
& Gosling in San Antonio, Tex. Many other 
agencies making this departure in recent years 
could be enumerated. It is not surprising that 
wide-awake agencies, handling large volumes 
of business, should avail themselves of the op- 
portunity afforded to augment their annual rev- 
enue through the addition of a life insurance 
The present-day needs of the insur- 
ing public in thickly-populated centers are such 


division. 


that the interests of policyholders can best be 
served by that general agency whose repre- 
sentatives are able to offer all lines of insur- 
ance protection. The keen competition natu 
rally existing in such localities injects a factor 
into the business whose importance cannot be 
lost sight of by the agency desiring to build 
up a_ profitable of 
writings. 


and consistent volume 


Muttipte Line Practices 

It is often possible for a general agency, 
located in a city of more than fifty thousand 
population, to derive a sufficient income from 
the sale of fire insurance, or casualty insur- 
ance, or even both together, to satisfy the in- 
terested parties; but if such an agency is also 
offer life insurance backed 
reputable legal the 
chances for a substantial revenue are propor- 


able to contracts 


by a reserve company, 


tionately increased. Fire and casualty insur- 
ance general agents, considering the inclusion 
of a life insurance division in their offices 
usually make a thorough survey of the pros 
pective field and then appoint an expert life 
insurance executive as head of the life depart- 
ment. This official will gather about him a 
productive staff of solicitors and, while operat- 


ing in harmony with the other activities of the 


9 





agency, will go forward and develop new busi- 
ness of a worth-while character. Large and 
established fire and casualty agencies, not miss- 
ing an ordinary business opportunity which is 
clearly apparent, are thus more and more 
organizing life insurance departments and so 
take advantage of the results of the active 
propaganda in favor of life insurance which 
has been preached by the life insurance com- 
panies and by THe Spectator during the past 
half century. So much for the trend of general 
agency management in thickly-populated centers 
as it applies to the broadening of service to 
insurance buyers, 
SirUATION 1N SMALL CITIES 
Another angle of the multiple-line problem 
is to be found in the smaller cities and, while 
the underlying principle is the same as that so 
frequently observed in metropolitan districts, 
In 


this case it is the life insurance agent who 


its operation is in the opposite direction. 


is seeking to augment his income by the addi- 
tion of other lines of insurance coverage. Life 
in smaller 
canvass an extensive territory. 


towns 
Their 
greatly extended during recent years 
introduction of the automobile, often 
embrace one or two counties and consequently 
such men are in close touch with the require- 
of practically every prospect in their 
While the tendency of the modern 
industrious life insurance agent is to consider 


insurance agents cities and 
usually 
labe rs, 


by the 


ments 
locality. 


his calling as seriously as that of the ministry 
and to devote all his time to setting forth the 
benefits of life insurance; as a successful and 
thoughtful business man, ready to talk over 
a new enterprise when opportunity offers, he 
will readily appoint a partner who can take 
charge of fire, casualty and workmen’s com- 
pensation lines and thus materially increase the 
of the 
move is becoming more and more popular and 
not only does not interfere with the active 
solicitation of life insurance but increases the 
prestige of the agent by reason of the fact 
that his clients know that he and his partner 


aggregate revenue business. Such a 


are equipped to furnish a complete insurance 
service which would otherwise be impossible 


NEEDED 


In many country towns the element of neces- 


COMPLETE SERVICE 
sity enters into such a transaction, for the in- 
come from any one line of insurance might not 
be enough to provide a livelihood: while the 
income from multiple lines is sufficient to give 
both the 
casualty 

Then too, 


life insurance agent and his fire and 
partner a_highly-desirable revenue. 
there exists the opportunity for each 
to aid the other in the production of business by 
observing the financial condition and insurance 
requirements of every prospective policyholder, 
and the sale of a life insurance policy can thus 
he made the contact point for the presentation 
of an argument in favor of fire and casualty in 
surance as well. When three or more life in- 
surance agents are engaged in canvassing the 
inhabitants of a small city or town, the com- 
petition is such that only the man who can 
Ob- 
viously, the agent who is liable to succeed in 


render the best service will long survive. 
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National Life & Accident Insurance Company 


TWENTY-FOURTH ANNUAL FINANCIAL STATEMENT YEAR ENDING DECEMBER 31, 1923 
CASH CAPITAL, $600,000.00 


ASSETS LIABILITIES 

Bonds and Stocks Owned cheeses $0,0048,772.53 Legal Reserve, Life Insurance Policies eae wkates ie $3,910,532 .62 
Real Estate Loans, First Mortgages | ~cee &,423,017 .69 Legal Reserve, Disability Policies. . te ae eR Tea 175,174.84 
ee NS ok. cline es ode os ov b ORES eee wee 757,588 .95 Contingent Reserve........... Spat coves sesioeneelees eg ODOORNOn 
Real Estate Owned..... ; Base Po cect Sa hee Ser cis ase we yee 763,691.92 Reserve for Epidemics. . . . : or ie nerads 1,000,000 .00 
ES Oe ORD AINE WOON oe 5s assis sie ois vine 80085 55 sine 0 SS we 26,000 .00 Gross Premiums Paid in Advance ; F ae 324,591.59 
Net Unpaid and Deferred Premiums Sad Savon 193,513 .28 Taxes Accrued, But Not Due ORT ae : eae 241,880.90 
Poliey Tjoans.......... eee 10,201 .76 Due to Agents on Bonds, Deposits, Ete chaise bes 360,785 .36 
Interest Accrued and Unpaid prtytaas 103,631 .56 Policy Claims in Process of Payment and Adjustment. . : 102,722 .49 
~——--——--—— All Other Items 2 j Fee tice dseiocs 93,118.58 
_ Total Liabilities... eer 
Total Assets.... .... $10,832,417 .69 Capital and Surplus ie carte dais sibel caanbanateccm See elegy 

TOTAL CLAIMS PAID 24 YEARS ENDING DECEMBER 31, 1923. $35,121,276.27 

TOTAL LIFE INSURANCE IN FORCE DECEMBER 31, 1923 .. 134,301,401.00 


The company was organized twenty-four years ago by its present oflicers, who are today actively at the head of its organization. Its officers have always 
looked upon The National.Life and Accident Insurance Company as a social institution engaged in a high service to mankind. It has grown from a small organi- 
zation operating in Tennessee during the past years to an organization of two thousand five hundred home office and field employees operating in twenty-one states, 


National Life & Accident Insurance Company, «ncorroratep 
HOME OFFICE, National Bldg., NASHVILLE, TENNESSEE 











THE DEMAND FOR AN OUTLET FOR CATASTROPHE AND EXCESS REINSURANCE 
OF WORKMEN’S COMPENSATION, LIABILITY AND OTHER CASUALTY LINES 
IN AN AMERICAN COMPANY HAS BEEN MET BY 


tue HL R 
American Re-Insurance Co. AMP TON OADS 
Aus == $3,869,059.52 FIRE «» MARINE 

Capital - : - - 750,000.00 


Supls - - - - 669,915.11 Insurance Company 


Voluntary Catastrophe Reserve 200,000.00 








Reserves - - -  -  2,249,138.41 NORFOLK, VIRGINIA 
Specializing in Workmen's Compensation Catastrophe and Excess Liability Treaties Address Home Office For Agency Connection 
Competing with no direct-writing Insurance Company 
Qualified before U. S. Treasury and Licensed by Principal States Henry G. BARBEE JAMES A. BLAINEY GEORGE A. Morin, 
Financially Strong Conservatively Managed Liberal Contracts President Vice-Pres. and Managing Under. 
Secretary Fire Dept. 


CORRESPONDENCE INVITED 























|| Experienced Bond and 
; ; | Burglary Underwriter 
D esirable Territory Open f or | Progressive American Casualty Company has open- 


ing in its Home Office at Chicago, for experienced 
- | ° ° Bond and Burglary underwriter capable of assuming 
enera Agencies In Arkansas, entire charge of department. Prefer man between 
thirty and forty-five years of age with sufficient field 

. experience to assist in directing field force. Must 
Minnesota and W/ estern Kansas be of high moral character and settled habits. Posi- 
| tion has unlimited possibilities for future development 
as Department expands, and offers a valuable oppor- 
tunity to some assistant manager or underwriter 
| whose further advancement in present position is 
limited by conditions beyond his control. Moderate 
* starting salary with assurance of advancement as 

Central States Life | worth and ability are demonstrated. Reply in con- 


fidence giving full details of present and past con- 


nections, experience, salary desired and personal 
Insurance Co. | history. , A private interview in New York or Chicago 
will be arranged. Address 


St. Louis, Mo. 


| BURGLARY 
care of THE SPECTATOR, City Hall Station, New York. 
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(all other things being equal) is 


such a case = 
partner selling fire and cas- 


the one who has a 
yalty insurance and in this manner kecping the 
L J ” a 

e before the minds of the great- 


partnership nam 
The combination of 


est number of persons. 
all lines of insurance in a single office has 
essful in hundreds of cases and is 
the main reason for the growing tendency on 
the part of life insurance agents in small cities 
and towns to appoint a partner who can solicit 
fre and casualty insurance contracts without 
interfering with the life insurance end of the 
business. The public at large is also begin- 
ning to appreciate this and to seek insurance 
protection from that agency which is best 
equipped to render definite and complete ser- 
vice in all lines of insurance coverage. 


proved succ 


M. P. CORNELIUS COMMENTS ON 
COMPENSATION 


Continental Casualty Official Thinks Coun- 
cil Is Not Up-to-Date 


M. P. Cornelius, vice-president of the Con- 
tinental Casualty Company, in a recently pub- 
lished pamphlet, entitled “The Attitude of the 
Continental Casualty Company Relative to the 
Problem of Compensation Insurance,” takes a 
very pessimistic view on that branch of insur- 
ance. In reference to the present rates he says: 

Present compensation rates are inadequate and 
they have been inadequate in increasing meas- 
ure for the past three years. The rates should 
be increased to such an extent as may be neces- 
sary to at least put the business on a break- 
even basis. That is manifestly what any in- 
telligent business man would do, and that is 
precisely what the Continental would do if it 
were In a position to act in accordance with the 
most fundamental rules of sound business pro- 
cedure, 

Mr. Cornelius lays the blame for the present 
difficulties to the large overhead cost due to 
innumerable details; enlargement of the scope 
of laws by the tribunal; the failure to work out 
in practice the general theories formed on sched- 
we rating; but especially does he blame the 
National Council on Compensation Insurance 
ior its failing to keep abreast of the times and 
iunction with the promptness necessitated by 
the augmented exigencies of the business and 
the constantly fluctuating industrial conditions. 

Not seeing any relief in sight Mr. Cornelius 
declares that the Continental Casualty Com- 
pany advises its agents to treat compensation 
msurance as an accommodation line, to be writ- 


‘en as an incident of the general casualty busi- 
ness, 


Alabama Compensation Ruling 


BirMINGHAM, ALA., March 17.—The work- 
men’s compensation act of Alabama does not 
give the compensation commissioner any author- 
ity or power to protect employees against un- 
Just settlements by the employer or the insur- 
ance company, according to an opinion furnished 
by the attorney general to Frank N. Julian, 
Workmen’s compensation commissioner. The 
only recourse for the employee is to file com- 
Plaint with the courts, according to the ruling. 


CHARLES R. MILLER 
ELECTED 


Becomes President of Fidelity and 
Deposit Company 
HAS ALREADY ASSUMED DUTIES 


New Head of Baltimore Organization Suc- 
ceeds the Late Thomas A. Whelan—Is 
Well Qualfied for the Post 
The board of directors of the Fidelity and 
Company, met last week 
and elected Charles R. Miller to the presidency 
of the organization to fill the vacancy left by 


Deposit Baltimore, 


Thomas A. Whelan, whose death was noted in 
March 6. When the re- 
sult of the election was announced, Mr. Miller’s 


Tue Specrator for 
office was crowded with floral tributes from his 
associates in the company and from his many 
friends among the leading executives in the in- 
surance business. The new president of the 
I‘idelity and Deposit took up his duties imme- 
diately. 

Charles R. Miller, who is considered one of 
the foremost surety underwriters in the coun- 
try, was born in Westminster, Md., on Decem- 
her 24, 1860, and was graduated from the West- 
ern Maryland College with the class of 1881, 





CHARLES R. MILLER 
President, Fidelity and Deposit Company of 
Maryland 


He studied law in the firm of the late Judge 
Charles B. Roberts, and was admitted to the 
bar in 1884. In 1888 Mr. Miller accepted a posi- 
tion the late Warfield, former 
Governor of Maryland and the founder of the 


under Edwin 
Fidelity and Deposit Company, who was then 
He joined 
as a legal 


Surveyor of the Port at Baltimore. 
Fidelity and Deposit in 1891 
clerk and three years later was placed in charge 
of the judicial department. Mr. Miller was 
elected a vice-president of the company in 1903 
and on January 20, 1920, was appointed first 
For the past twenty years he 
has had complete supervision of the underwrit- 


the 


vice-president. 


ing operations of the company. 

Mr. Miller brings to his new duties all the 
advantages of a wide experience in the insur- 
ance world together with the trained mind of a 


practicing attorney. He is thoroughly familiar 


II 


with the precepts and principles which have 
been responsible for the growth of the Fidelity 
and Deposit and is an executive with progres- 
sive ideals and theories as applied to the surety 
business. His efforts on behalf of that organ- 
ization have been known and recognized by his 
associates and his election to the presidency is 
sure to meet with the approval both of the de- 
partment heads and of the company’s rank 
and file. 

At the meeting of the directors, following 
the election of President Miller, Mr. Hamilton, 
vice-chairman of the board, submitted a report 
of the activities of the company in which, among 
other items, he announced three outstanding fea- 
tures. These dealt with the made 
during the first two months of the year and 
were stated as follows: 


progress 


1. We have completed the investment of 
the tenth million of dollars in stocks 
and bonds; 

2. Our operations for the first two months 
of this year have earned for our 
stockholders substantially more than 
their regular quarterly dividends; 

3. Our net writings for the first two 
months of this year were considerably 
greater than for the first two months 
of 1923. 


Court Decision a Warning to Motorists 

Sr. Louis, Mo., March 17.—A court decision 
that it is believed will have far-reaching effect 
on future personal injury claims against steam 
and electric railroads was handed down by the 
Mount Vernon, Ill, Court of Appeals, March 
10, in the suit of Mrs. Phoebe Naylor of Troy, 
Ill., against the Illinois Traction System. Mrs. 
Naylor obtained judgment in the Circuit Court 
f Edwardsville, Ill., some time ago for $10,- 
coo damages for the death of her husband, 
Thomas W. Naylor, who was killed with two 
other occupants of an automobile that collided 
with an Illinois Traction System train west of 
Edwardsville September Mrs. 
Naylor’s son, George, was driving the automo- 
bile when it struck the train. 

On an appeal, the Appellate Court held that 
the machine had 


( 


on 18, 1922. 


in as much as the driver of 
disregarded a stop signal placed at the rail- 
road crossing all occupants of the automobile 
were therefore more or less negligent. It con- 
cluded, in a finding of facts, that Mrs. Naylor 
had no claim against the traction company and 
declared further that the railroad had in no 
way been negligent, that the train was being: 
operated on time and that all safety devices 
were found to have been in perfect condition. 





Peter C. Waldeck Joins Commercial 
Casualty 

Peter C. Waldeck, formerly with the Lon- 
don Guarantee and Accident, has become a mem- 
ber of the staff of the New York city office of 
the Commercial Casualty Insurance Company, 
as a compensation and liability underwriter. 
Mr. Waldeck has served with a number of im- 
portant companies in similar capacities, and is 
excellently qualiled to fill the position. He is 
well known in insurance circles, and carries 
with him the ‘good wishes of a host of friends. 





THE SP ECTATOR Thursday 














—— 


aD 


} 


‘ 


















Am 


Wy 
\ 












\ 
2 


Lz“ 


et 


\\ 







\\ ‘Wy 


Ni 


BZ 


\ 


aw 
* 
Z 
‘ R\ 
\ 
\ 


Hi 
gfe 
ay te 


FIRST POLICY WRITTEN SIXTY YEARS AGO 


On April is 7" oe : ' 
ae ca il Ist, 1864, The Travelers wrote the first accident policy on this continent. It thus 
of “sian J oe in a great business, in which its record has never been equalled. In the week 

March 24-April 1, the representatives and friends of The Travelers everywhere are ai ming to 





give © i 1 i 
‘ The C ompany at least one large accident risk and a collection of smaller ones in recognition 
of the anniversary. We invite you to this party! 
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CONTRACT BOND RATES 





rp. H. Towner Sends Letter on Exist- 
ing Conditions 





CHEDULE IS REASONABLE 


SAYS S 





Head of Towner Rating Bureau Replies to 
Criticism from Deputy Chief Engineer 
of Bronx Parkway Commssion 
The existing situation with regard to con- 
tract construction bond rates in the New York 
recently discussed 
letter sent by R. H. 
Rating Bureau, 


criticisms 


metropolitan territory was 
with much clarity in a 
the 
answer to 


Towner, of Towne: New 
York city, in 


Deputy Chief Engineer Holleran of the 


made by 


Bronx 


Parkway Commission. Mr. Towner, in_ his 
reply, reviews the circumstances leading up to 
the present conditions of rate making for this 


class of insurance coverage and shows that the 
schedules now in force have not been “enor- 
when seen in the light of 
With reference to the 
experience gained during the early days of the 
Mr. letter 


mously increased” 


mature consideration. 
Towner Rating Bureau, Towner’s 
said: 

When this rating bureau started in October, 
1909, the established rate that had then been 
in effect for a year or so was $5 per $1000 per 
annum on the contract price. During the 
ensuing four years (1. e., until 1913), we ob- 
served that the underwriting experience on con 
tract honds was fairly satisfactory on those 
large contracts which, having two or more 
years to run, resulted in two or more premiums 
of one-half of 1 per cent, so that the surety was 
earning I per cent or more on the contract 
price. Whereas, on a large grist of small con 
tracts throughout the country where only a 
single premium of one-half of 1 per cent was 
paid, the underwriting experience was very 
bad and losses were running over 100 per cent 
of premiums. We studied 265 of these loss 
cases and found that more than half of the total 
loss was due to the obligation to pay the con- 
tractor’s debts incurred on the work. 

The first change in contract bond premiums 
was made in that year and simply standardized 
the contract term at twenty-four months in- 
stead of twelve months and required a minimum 
premium of 1 per cent for any period under 
twenty-four months. In 1913, about half the 
States had passed legislation making sureties 
liable to a direct action for all debts incurred 
on public work. In the rate pages printed in 
that year these States were set out and classified 
and the change to 1 per cent for twenty-four 
months was effective only in these States. By 
1915, this liability had become so generally ex- 
tended throughout the United States (either by 
legislation or by the decision of the courts) that 
this change was made effective everywhere 
except in the city of New York, where a direct 
action against the surety for the contractor’s 
dehts for labor and material does not lie. 

The effect of this change was not to increase 
the rates on any public work large enough to 
run into the second year. It did not increase 
the rates on the New York subways or the 
Barge Canal or the Catskill aqueduct. But it 
took small contracts throughout the country 
and standardized them at the same rate of 1 
Per cent for twenty-four months that had ap- 
Dlied to these large contracts for years. 

hat new f: ictors were constantly being in- 
jected into the contract construction bond busi- 


hess, the letter goes on to demonstrate, and 


then shows how these influenced the change in 
rates. The following paragraphs tend to prove 


Mr. Towner’s assertion that the changes were 


than justified by circumstances and were 
on an equitable basis: 

a violent change in contract under- 
due to the fact 


more 


Lin 1QI7 a Vv 
writing conditions took place, 


that the Government was letting enormous 
projects on a “cost plus” basis, and “cost plus” 
contractors on these huge Government jobs 
simply bid sky high for labor and material. 
They could afford any price because the Gov- 
ernment paid it. This meant that contractors 
who were already undertaking work for which 


they had bid a fixed price found themselves 
unable to complete their contracts at anywhere 
near the price that they had bid, and surety 
companies who had to answer for their de 
faults found it impossible to complete these con- 
tracts except at the enormous Con- 
fronted with this situation, we increased con- 
tract bond premium rates 50 per cent, and that 
is the rate of 114 per cent for twenty-four 
months or less which has been in the manual 
ever and is now in the manual. 
The assertion in vour letter that “surety 
panies have only been able to “pay their 
by gradually raising the premium rates to 
cover what is generally considered their own 
lax method of indiscriminate bonding” is 
wholly erroneous. And I suspect that this same 
error is at the bottom of all the present agita- 
tion on the subject of contract bond premiums. 
[ notice that men writing about it and making 
speeches about it at the A. G. C. convention 
refer in grandiose terms to rate increases of 
“To00 per cent.’ Nothing of the sort has taken 
place. In more than fifteen years there has 
been only one single increase affecting large 
contracts, and that is the increase of 50 per 
cent in 1917. The only change in small con- 
tracts was made to put them on a par with the 
large because surety companies were los- 
ing money on small contracts. 
In his discussion, Mr. Towner 


that costs in 


le sses. 


since 
com 
way” 


ones, 


points to the 
the 

contracting firms the 
the World War, and that the 
failures rested heavily upon the 


fact rising industry caused 


failure of many during 


vears following 


burden of these 


shoulders of the insurance companies writing 
contract bonds. The hazard present in any 
particuar risk, therefore, has been greatly in- 


creased and makes necessary the prevailing 
rates. This can readily be appreciated from the 
closing remarks made in the letter sent to the 
engineer of the Bronx Parkway Commission, 
which are here given: 

It must be known toe you that from tors 
to 1923 some ot the largest contractors here 
in New York and elsewhere have failed. All 


their professional and engineering skill, all their 
ability and all the experience of years of suc- 
cessful contracting were insufficient protection 
against the menace of constantly rising costs. 
Contractors for the Shandaken Tunnel fell 
down, and while you were asserting that “it is 
difficult if not impossible to collect from the 
surety” the surety companies on their bond were 
handing over to the City of New York the 
completed tunnel, finished by the surety com- 
panies a year ahead of the contract time. 

The evidence fully justifies my assertion that 
bonding companies that assume these risks and 
pay their way for a premium of 1% per cent, 
which is but a small fraction of the contractor’s 


own estimate of the difference in cost, are 
really doing it by the keenest foresight and 
the greatest underwriting skill. Certainly they 


are not doing it by raising their premium rates 
either “gradually” or otherwise; for the rates 


have not been increased since 1917—and look 
at the 


contractors that have failed since then. 
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OPPOSE MONOPOLISTIC 
BILL 





President of New York Insurance 
Federation Files Protest 


MENACE SEEN IN STATE FUND 
Compensation Measure Was Attacked by 
Vice-President of Royal Indemnity at 
Recent Hearing Before Senate and 
Assembly Labor Committees 
The bill, preposed by Senator Downing, 
which seeks to give the State a monopoly of 
the workmen’s compensation insurance business 
in New York, came in for further criticism at 
the hands of L. A. Wallace, president of the 
Insura Federation of New York, recently 
when he filed a memorandum of protest against 


nce 


the measure. The opposition registered by Mr. 
Wallace took the form of detailed statements 
and editorials taken from the newspapers and 
all of which 
argued against the passage of the measure and 


periodicals throughout the State, 


denounced it as inimica! to the best interests of 
the business world as well as those of individ- 
The press, said Mr. Wallace in his filed 
opinion, is an accurate barometer of public 
thought and has been unanimous in pointing out 
that the Downing Bill is both unfair to private 
cnterprise and unsound economically. Its pas- 
sage would mean the defeat of those principles 


of freedom to which tke citizens of the State 


uals. 


committed. 
It will be recalled that at the recent hearing 


are 


given this measure before the Senate and 
Assembly labor committees, Frank J. O’Neil, 
vice-president of the Royal Indemnity Com- 


strongest defenses of 
insurance 


of the 
personal and the 
companies in this matter which has yet been 


pany, made one 


rights rights of 


recorded. The Downing Bill, said Mr. O’Neil 
at that time, has aroused more condemnation 
among business men of the State than any 


measure proposed to the New York Legislature 
this year. There was no attempt, to interfere 
with the workings of the present State Fund, 
but that Fund should not be made a monopoly. 
The State Fund now writes workmen’s com- 
pensation insurance than the stock 
companies do, yet it gets only 8 per cent of the 
volume placed on the books. The State, there- 
fore, said Mr. O’Neil, should not take the posi- 
tion of forcing business men to buy insurance 
protection from a place where they obviously 
do not wish to deal. Like Mr. Wallace, Mr. 
O'Neil quoted extracts from daily newspapers 
all over the State to show that the people of 
New York are opposed not only to this particu- 
measure but to anything tending toward 


cheaper 


lar 


eovernment control of private commercial enter- 


prise. 


Zurich General Appoints David Goldman 
& Co. 
David Goldman & Co., Inc., have accepted 


the ageney of the Zurich General Accident & 


Liability Insurance Company at Rochester, 
New York. 
The Goldman Agency has represented the 
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Combined Annual Statement 


JETNA LIFE INSURANCE COMPANY 


And Affiliated Companies 


‘ETNA CASUALTY and SURETY COMPANY 
of HARTFORD, CONNECTICUT 


MORGAN B. BRAINARD, President 


THE STRONGEST MULTIPLE LINE INSURANCE ORGANIZATION IN THE WORLD 


Total Assets - - - - - $260,15 2,435 
Total Surplus to Policyholders - - $38,625,875 
Total Income in 1923 - - - $108,277,180 
Paid Policyholders Since Organization - $5 62,338,293 


74th Annual Statement 


‘ETNA LIFE INSURANCE COMPANY 


Capital Stock $10,000,000 
Lite, Accident and Health, Liability and Workmen’s Compensation Insurance 
Life, Accident and Health Group Insurance 


$224,647,296.06 
$196,86 3,406.92 


Assets - - - 
Liabilities - - 
Surplus to Policyholders $27,783,689.14 


~ ° : > : ~ np » 
Increase in Premium Income . . . .S$ 4.3779, 251 
Increase in Assets ; ; 17,605,517 
Increase in Surplus to Policyholders 2,558,666 


Increase in Life Insurance in Force . 259,560,242 
511,010,544 


1,593,588,750 


New Life Insurance Paid for in 1923 
Life Insurance in Force January 1, 1924 


Payments for Taxes in 1923 ee 1,742,987 
Payments to Policyholders during 1923 37:04 3,588 
Paid Policyholders since Organization 492,917,232 


11th Annual Statement 


AUTOMOBILE INSURANCE CO. 


Capital Stock $2,000,000 


$16,505,486.30 
11,978,7 38.89 
45526,747.41 
Increase in Premium Income $7,994,624 
Increase in Assets 3,871,498 
Increase in Surplus 264,263 


17th Annual Statement 


ETNA CASUALTY & SURETY CO. 


Capital Stock $2,000,000 


$18,999,605 3-13 
12,684,414.75 
6,315,238.38 
Increase in Premium Income $1,850,623 
Increase in Assets 2,460,353 
Increase in Surplus 707,760 


Assets - - - = = 
Liabilities - - - - 
Surplus to Policyholders - 


Assets << = = < « 
Liabilities - - - - 
Surplus to Policyholders 


Automobile, Fire, Marine, and General Casualty Insurance—Fidelity and Surety Bonds 


FET 


A-1ZE 


AUTOMOBILE INSURANCE COMPANY 














RRS SOLER TTE Re er 








> Cnr 








Marc 


— 


Travel 
suranc 
David 
head 
secret 
urer. 
self V 
manag 
Thi 
annive 
time ‘ 
of ag 
time § 
suran 
were | 
he pa! 
in the 
David 
1919 
mark 
pany, 
buildi 
Corne 


Me 


Th 
pany, 
issue 
Sear 
peri¢ ) 
chans 
was 

Activ 
fore 
to p 
men 
endo 
spect 
assis 
ment 
punc 


oe: 


ali 
ualt 
new 
av 
bene 


doul 
usu: 
desi 
of 
pre 
for 
ben 
tert 


Fu 
mil 
pai 


live 
Ste 





hur: Sday 


= | 











a 





March 20, 1924 


FHE SPECTATOR 





Casualty, Surety, Etc. 
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Travelers and the Commercial Casualty In- 





surance Company. The agency consists of 
David Goldman, president, who is the active 
head of the organization; Albert Goldman, 
secretary; and Abraham B. Goldman, treas- 
urer. Jacob Zussman has just associated him- 
seli. with the Goldman organization as_ office 
manager. 

This agency is this year celebrating its tenth 
anniversary. David Goldman started as a part- 
time solicitor when he was but nineteen years 
of age, for Lucas & Dake, who were at the 
time general agents for the A‘tna Casualty In- 
surance Company. His insurance activities 
were interrupted for a year by the war, in which 
he participated. After his return from service 
in the Army, he incorporated under the name of 
David Goldman & Company, Inc., and since 
1919 has enjoyed a very substantial and re- 
markable growth. David Goldman & Com- 
pany, Ine., maintain their office in the Elwood 
building, which they own, located at the Four 
Corners, Rochester, N. Y. 





Metropolitan Casualty Issues Agents’ 
Bulletin 

The Metropolitan Casualty Insurance Com- 
pany, New York, has just sent out the first 
issue of a new agents’ bulletin entitled ‘The 
It was decided that a company 
of department 
changes as well as educational reading matter 
to the home office 
“The Searchlight” 
The paper will be employed 
to present to the company’s officers and field 


Searchlight.” 


periodical, carrying news 


was a desirable addition 


activities and was. there- 


fore launched. 
men a clear analysis of bond and policy forms, 
endorsements, rating procedures, claim and in- 
selling arguments 
An appropriate design orna- 
ments the front page and the bulletin is hole- 
punched for filing. 


spection service, and oi 


assistance to all. 








U. S. National Life and Casualty Writes 
New Accident Policy 

The United States National Life and Cas- 
ualty Company has just placed on the market a 
new low priced accident-only policy giving $25 
a week disability indemnity and $5000 death 
benefit for a $20 annual premium. This policy 
is without restrictions with the exception of 
double benefits for travel accidents. The un- 
usual feature about the contract is that, if so 
desired, it can be sold with a waiting period 
of one week for accidental injuries for a $16 
premium, or a reduction of $4 in the premium 
for the elemination of the first week’s disability 
benefits. This policy is sold to select and pre- 
ferred risks only, ages sixteen to sixty-five. 
Fuel Company Pays $1,000,000 As Result 

of Mine Explosion 

Lake City, Utau, March 15.—One 
million dollars, or thereabouts, will have to be 
paid by the Utah Fuel Company as self-insurers 
to the dependents of the 173 men who lost their 
lives in the explosion at Castle Gate mine, this 
State, on March 8. The extent of the damage 
to the property has not been ascertained, but 
it will be great. 


SALT 


INTERIOR HOLD-UP RATES INCREASED 
Companies Writing This Business in Omaha 
Announce 100 Per Cent Advance 

in Schedules 
OmaAHA, Nes., March 17.—Minimum 
miums on interior messenger holdup policies 


pre- 


were increased 100 per cent last week, by order 
of the home offices. This came within a week 
of the previous announcement from some of 
the leading companies of an increase of 50 
per cent in burglary insurance premiums. 

30th were based the 
mendation the National 
Bureau, according to the announcements that 
While it is as- 


increases on recom- 


of Underwriters’ 


came from the home offices. 


sumed that Omaha burglaries and holdups 
show a greater percentage of losses than in 


many other cities, nevertheless the announce- 
ments of the increases do not go into any par- 
ticular detail in this matter, further than to 
state that the increase was calculated “to off- 
set the heavy loss from burglaries in the past 
year.” 

Local agents were notified that the minimum 
premiums for interior messenger holdup in- 
surance policies would be increased from $7.50 
to $15 per thousand. As most insurance pol- 
icies of this character $1000 
or under, it is pointed out that this virtually 
means all 100 per cent. 

The notification of the per 
cent in burglary insurance rates which came 
the previous week points out that these in- 
creases apply on all and 
property classifications except mercantile open 
stock and banks. 


are written for 


increase of 


increase of 50 


business 


residence 


Phoenix Indemnity Moves New England 
Office 
The Phoenix Indemnity Company, New 


New 
head office from 23 Central street to 55 Kilby 
floor of the 


building has been occupied by the company’s 


York, has recently moved its England 


street, Boston. The entire sixth 
representatives and the staff has been greatly 
enlarged. | 

The large volume of 
transacted through the New England office is 
said to have been responsible for the change, 
as this made increased facilities necessary, in 


business now being 


order that clients might receive the same 
promot and efficient service which they have 
enjoyed from this company in the past. The 


new Boston headquarters 
are conveniently located in the busiress district 
and entire supervision of the branci has been 


placed in the hands of Daniel W. Wormwood. 


Phoenix Indemnity 


Arthur Bahr & Company’s New Offices 

Considerable interest is attached to the re- 
cent announcement of Arthur Bahr & Com- 
pany in connection with their taking over of 
much more extensive offices in the Wrigley 
Building, Chicago, Ill. This organization 
specializes in a service that covers expert ad- 
vice on the character and amount of coverage, 
scientific surveys, suggested improvements and 
proper protection of the risk before loss as well 
as experienced help in adjustment and collec- 
tion afterwards. 
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Arthur Bahr, who is the head of this agency, 
reports considerable progress, which is undoubt- 
edly due to the conscientious manner in which 
the service of the organization is rendered. 
R. P. Wilson, who has already gained notice 
in connection with automobile underwriting, 
has now joined this company, as also has A. 
Barnett, whose experience in the automobile 
field will undoubtedly be a valuable asset to 
the firm. 

It is interesting to note that the Wrigley 
3uilding is fast becoming the stronghold of 
many important insurance companies in Chi- 
cago but it is understood that Arthur Bahr 
& Company is at the present time the only in- 
surance brokerage organization located therein. 





Initiative Marks Rise of Edward W. Dart 

Edward W. Dart has resigned as manager of 
the New York office of Rollins, Burdick, 
Hunter Company to accept a position with 
White & Pitcher, Inc., as vice-president and 
secretary. 

Mr. Dart began his insurance work in Kan- 
sas City, Mo., in two of the large agencies lo- 
cated there. In 1903 he became connected with 
the United States head office of the London 
located in New York. 
He changed from one place to another, always 
gleaning new experience the different 
capacities in which he served in the insurance 
He left the Consolidated Fire, Life 
and Accident Brokers to become the manager 
of the New York office of Rollins, Burdick, 
Hunter Company. 

Mr. Dart is a well-known speaker at many 


and Lancashire, then 
from 


business. 


insurance meetings, the author of a book on 
the storage of motion picture films, and has 


written many articles on special hazards. 
Publishes Radio Talks in Booklet Form 

The American Surety Company, New York, 
has just published, in booklet form, all the talks 
delivered over the radio during the past winter 
by Vice-President Jarvis W. Mason. These 
addresses, dealing with every phase of the 
surety business which might be of interest to 
the public, were reprinted in THE SPECTATOR 
as they were broadcasted. The company’s de- 
cision to collect them in a pamphlct will meet 
with general approval, and undoubtedly many 
persons outside the insurance business, as well 
as insurance men themselves, will be glad to 
obtain a completed copy. 


Monopoly Bill Beaten in Maryland 

The bill in the Baltimore General Assembly 
to force employers to insure their employees, 
with the exception of those who insure them- 
selves, in the State accident fund, was de- 
feated by a large majority on the floor of the 
house of delegates. The actual figures were 
seventy-three to thirty-eight. 


Underhill Bill Quashed 
WasuHinctTon, D. C., March 18.—The Un- 
derhill bill, providing for competitive workmen’s 


compensation insurance in the District of 


Columbia, was killed in committee today. 
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THE OLD COLONY LIFE INSURANCE COMPANY 


The Company has its Home Office in its own building at 166 W. Jackson Blvd. running through = 
to Quincy and Wells Street, right in the heart of Chicago’s Financial District. Bacha 





Our Agents Have 


A Wider Field— 


Age Limits from 0 to 60. 





ly Premium plan. 


Participating and Non-Participating Policies. 
Same Rates for Males and Females. 
Double Indemnity and Monthly Disability Income features for oa 











e ADAMS ST. 
Males and Females alike. oma 
‘. : . “| ‘Continental | 5, Chicag 
Standard and Substandard Risk Contracts, i. e. less work for nothing. =) .. 24. q a 
a Nat’l. Bk. 2 Exchange 
7) m . ~_——_—_______ 
ee UINCY ST 





| 


Illinois 


of CHICAGO, ILL. 


B. R. NUESKE, President 
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An Increased Opportunity Because We Have 


Policies for substantial amounts (up to $5,000) for Children on a variety 
of Life and Endowment plans, thus enabling parents to buy all of the 
Family’s insurance on the Ordinary, i. e. Annual, Semi-Annual or Quarter- 



































TEXAS 
AGENCIES OPEN 
RESOURCES 
Over One Million Dollars 


OUTSTANDING INSURANCE 
Over Twelve Million Dollars 


For particulars write 


THE WESTERN NATIONAL LIFE INSURANCE CO. 


P. O. Box 2131, Denver, Colorado 


Note: During the 12 years we have been in business we have never contested a 
death claim nor have we ever lost a dollar on any investment. No past due interest 
December 31st, 1923. 
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THE FIELD FOR LIFE ANNUITIES 


Many Points in Favor of Them--Development 


Mueh Greater in 


United 


By Daviv Parxs F 


As long as there are people suffering from 
the high cost of living, particularly elderly 
people unable to get employment at good pay, 
some ears will be disposed to listen to the siren 
appeals of the fakers, unless shown a safe 
method of increasing their income. If they 
knew that by purchasing annuities their life 
incomes could be doubled or even quadrupled 
without risk, few would be inclined to hazard 
their savings in “Blue Sky” stocks and bonds. 

The yield from an investment in an annuity 
depends greatly on the age and sex of the 
investor and somewhat on the life insurance 
company from which obtained; the difference 
on the latter account being sometimes quite 
considerable, but the following table shows 
what can be obtained from some good company 
for $1000 paid down by a man or woman at 
the ages stated: 


Age Man Woman 
FNS «ceo qiciowtncaeiie $75.00 $68.00 
Dra neishectiee ae 85.00 75.00 
eiviecsratsianiciatancieatara 99.00 86.00 
Ry eae ecctncarerel econ 3 117.00 102.00 
ie fal vetoed a ox tue sr 140.00 123.00 
1 AAS Reo a erecle 167.00 150.00 
Rn ercoar crater totes 197.00 177.00 
DOtas ai caetodiae 231.00 208.00 


Though some companies may not give as 
favorable terms as above stated, several will 
do as well and a few even rather better. A 
company that guarantees slightly less but prom- 
ises dividends, if earned, may in the end do 
hest for the annuitant. 

In such matters it is advisable to consult an 
impartial expert, and also not to “put all one’s 
eggs in one basket.” For example, if $12,000 
is to be invested in annuities it might be well 
to select six companies and put $2000 in each. 





Europe Than in 
States 


ACKLER, F. A. S. 


If it is desired to have the income distributed 
through each year, it can be effected by buying 
the annuities at intervals of one month and 
arranging that the companies shall pay semi- 
annually; in this way the first return will come 
after six months and from the taking of first 
contract, and thereafter a payment will be re- 
The writer believes in 
annuities and has payments coming due on 
every birthday and also monthly thereafter. 
Should any one prefer to pay all the money 
over to the companies at the same time, he can 
do so and the companies will make equitable 
adjustments, so that the annuity payments shall 
begin as desired. 

There is a great point in favor of annuities in 
that the United States Government income tax 
does not apply to them until after the annuitant 
has received back all the purchase money, for 
not until then has the annuitant made a real 
profit, and in the meantime there has been a 
risk of losing by early death the excess of the 
price over the yield. 


ceived each month. 


LecAt Restrictions UNWISE 

The life insurance companies have not been 
able to make annuities quite as attractive as 
they might be, because unwise State laws have 
required the holding of unnecessarily large re- 
This has compelled the companies to 
charge premiums so large that annuities do 
not yield a good income to middle-aged people 
and do not attract any but quite old and rather 
virile people. The State laws have required 
reserves based on 3% per cent interest, or the 
same basis as for life insurance policies, while 
the two problems are entirely different. Life 
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serves. 


insurance companies’ calculations, both for an- 
nuities and insurances, must for future safety 
be based on interest rates lower than those ob- 
tainable on safe investments at the present 
time, but, as life insurances are issued at an 
average age rather under thirty-five, and thus 
may run fifty years or more, while annuities 
are issued at an average age of about seventy- 
one, and can hardly average over fifteen years’ 
continuance, we can see that far less conserva- 
tism is required for them than for insurances. 
This difference will be more evident when we 
consider that the reserves for a life insurance 
policy keep on increasing as the end of life 
approaches, so that any future fall in the rate 
of interest would have a constantly increasing 
harmful result, while the reserves for annui- 
ties decrease yearly as the probable end of life 
approaches. This difference but 
there is still another less obvious difference 
due to the fact that all calculations assume that 
interest will be compounded annually, which 
magnifies the effect of a fall in interest on in- 
surance reserves far more than in the case of 


is obvious, 


annuities. 


AtTremMpts TO LipERALIzE Laws 

The writer for many years has endeavored 
to have the State laws as to annuities liberal- 
ized and, in 1916, shortly before the meeting 
of the Insurance Commissioners of the various 
States, wrote six of the leading commissioners, ~ 
urging that public interests required a modi- 
fication of the reserve laws, so that annuities 
could be made more attractive and serviceable, 
and showed that a 4% per cent basis for their 
reserves would be safe. Five of them re- 
sponded favorably and the other did not op- 
pose. I was not present at the convention, but 
my old friend, the late James M, Craig, actu- 
ary of the Metropolitan Life Insurance Com- 
pany of New York, was there and succeeded 
in obtaining the passage of a recommendation 
that annuity reserves should be based upon 
4 per cent, in order to popularize annuities 
among middle-aged people. Little good, how- 


(Continued on page 18) 
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THE MAN IN THE STREET 


BY WILLIAM ALEXANDER x= 











2. The Pet and the Kettle 
“Ah,” said the Kettle, “I have 


an iron constitution; but as for 
you—you poor, frail earthenware 
Pipkin—you look half cracked 
already. You had better get your 
life insured at once. I can insure 
myself.” 

Just at that moment a_ party 
of picknickers happened by and snatched up the Kettle and took him away 
with them in a sailboat. 

That afternoon the boat upset, and the Kettle was drowned. As for 
the Pipkin, he lived a long and useful life, respected and admired by all 
who knew him. 





APPLICATION 


Refuse to buy life insurance if you don’t want it. But if you refuse, 
don’t give the excuse that it is because you can insure yourself, for you can’t. 





Copyright, 1924, by The Spectator Company, New York. 




















A VALVED SERVICE 


Our National Title Insurance policies are a real help to 
lending institutions, as evidenced by the following letter 
recently received from the Secretary of a large Life Insurance 
Company. 


“We have always found your service the very best and we are con- 
stantly urging our new connections to take up your title guarantee service, 
for we find that it not only reduces the detail of our Legal Department 
but expedites the closing of mortgage loans, and I know that our con- 
nections who are using your service appreciate the promptness with 
which loans are closed when supported by one of your title bonds.” 


Write for details. Ask for our special booklet T. S. 


NEW YORK 
TITLE AND MORTGAGE 
COMPANY 


135 Broadway, New York City 


Capital Funds over $10,000,000.00 


Affiliated with the 


AMERICAN TRUST COMPANY 
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The Field for Life Annuities 
(Continued from page 17) 

ever, has resulted from this slight concession 
as is usually the case with half-way measures, 

Had State laws permitted 4% per cent fe. 
serves, the annuity yield at middle ages, fifty to 
sixty, and younger, might have been increased 
appreciably and in many cases just enough to 
attract many more purchasers at ages under 
sixty, which might modify companies’ annuity 
experience so much as to enable them to offer 
even more favorable rates than they have here. 
tofore thought safe. For the ordinary reade 
this statement will be made more clear py; 
the following statements : 


EXPERIENCE IN GENERAL UNFAVORABLE 

It has been found that annuitants generally 
live longer than persons of the same age who 
take life insurance, despite the fact that the liie 
prospects of insurants are carefully examined, 
while annuitants are not subjected to examina- 
tion (unless they claim to be invalids and en- 
titled to special rates). They often seem to 
have an intuition that they will live long and 
it is sometimes said that ‘“annuitants never die,” 
Among many contracts issued to my acquaint- 
ances, I can recall only one terminated by death 
and nearly all of them have already drawn out 
more than paid in; but without consulting the 
records of the companies I have known of 
striking cases the other way. One man paid 
in $15,000 and died suddenly in a few months 
without receiving a cent; a woman about three 
years ago paid $2,500,000 to various companies 
for annuities and died in about two years after; 
but the general experience has been rather ur- 
favorable to the companies and they would have 
lost money had not the interest realized on the 
funds exceeded that on which the calculations 
were based. 

The, so to say, objectionable longevity thus 
far experienced among annuitants is due to 
several causes. As the annuity returns are not 
attractive to middle-aged or younger people, 








“SECURE AS THE BEDROCK OF NEW YORK” 


A Company with Friends 
Everywhere 


The agent who is selling insurance in 
this Company, which for seventy-three 
years has been rendering unexcelled 
service, does not work alone. Wherever 
he may be, he finds enthusiastic friends 
ready to help him by testifying that there 
is no better company in the land than the 
old Massachusetts Mutual. Its enviable 
record for service and the low net cost of 
the protection furnished make a combina- 
tion that assures success to any real 
worker in the field. 


JOSEPH C. BEHAN, 
Superintendent of Agencies 


Massachusetts Mutual 


Life Insurance Company 


Springfield, Massachusetts 
Incorporated 1851 
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unlimited production. 


rights. 


Pittsburgh, Pa. 
General Agency of a Pennsylvania Company 
Territory unsurpassed and large enough for an 
Contract as good as the [best, with exclusive 
Confidential communication invited from those 


with clean records and with ability to handle 
such an agency. Address 


Exclusive, care of THE SPECTATOR 











only elderly or old people take annuities, and 
persons of an average age over seventy and in 
present good health are liable to live long, now 
that disease prevention is becoming better and 
better understood. If more persons under sixty 
could be attracted, it is quite certain that ex- 
cessive longevity would no longer be experi- 
enced. 

ATTRACTIVENESS CouLD Be INCREASED BY 

DIVIDENDS 

The attractiveness of annuities for persons 
of all ages would be greatly increased if the 
companies would promise to give dividends on 
all new contracts in case future experience 
should justify them. The hope of an additional 
vield would attract many persons of inferior 
physical condition, so that the average survi- 
vorship would not be excessive and a surplus 
would result from the present high rates of 
interest. A provisional promise of dividends 
by the companies would liability, 
should no appreciable surplus result, and seems 
the reasonable course for them to adopt. If 
it results satisfactorily, their service to the pub- 
lic will be vastly increased. 


entail no 


HistoriIcAL BACKGROUND OF 
ANNUITIES 

Historically, annuities antedate lite insurances 
It is thought that the great develop- 
ment of banking facilities in Assyria and Baby- 
lonia must have provided annuities. The first 
definite mention of them, however, was 40 
B. C., in Rome, and is of such a character as 
to justify a belief that they had been long in 
use. In the Middle Ages kingdoms, munici- 
palities and bankers obtained money by selling 
annuities for life or terms of years. Large 
fortunes were made by shrewd purchasers of 
annuities. It is said that England’s national 
existence during the wars in the reign of Wil- 
liam of Orange was largely maintained through 
the money obtained by selling annuities. At 
first the values of such contracts were deter- 
mined without scientific calculation; after a 
while the Northampton Table was compiled and 
used as a basis, and later the Carlisle Table, 
but both these bases were far too favorable 
to the annuitants. 

Several British companies took advantage of 
the very low prices at which their government 
granted annuities and purchased many on the 


by fat 





lives of sturdy farmers, but payable to their 
corporate selves, and thus made large profits. 
In 1819 an English actuary warned the gov- 
that it was losing month, 
not heeded until 
announced the government was 


ernment £8000 a 
but he 
other actuary 
losing £4000 a week, and then the sale of an- 


was 1827, when an- 


nuities was stopped after an estimated total loss 
ot £25,000,000. 

The essential principle of an annuity fund 
is that 
burdens of old age lightened by the shares of 
those who will die and no longer need income. 


surviving contributors shall have the 


It is arranged that the benetits thus inheritable 
by survivors shall be averaged throughout their 
have been other contracts, 
founded on the same 


averaging 


lives: but there 


called Tontines, general 


principle but without any = such 


throughout life: on this system the benefits to 
increased 


the survivors were small at first, 

gradually, but irregularly, and became very 
large finally. These took their name from 
Lorenzo Tonti, an Italian, who settled in Paris, 


and though no longer used, they were formerly 
so popular in several countries, including the 
United States, that a sketch of their history may 
be interesting. 

TONTINES AND THEIR EARLY History 

Tontines were first issued in France in 1689- 
or by Louis XIV, who raised thereby the 
equivalent of $70,000,000; each of the surviving 
contributors was given his share of the inter- 
est on the debt, and as death reduced their num- 
bers each share proportionately increased. This 
went on forty years, the last survivor receiv- 
ing in the last year the equivalent of $367,500 
income for an original payment of $1500. At 
his death the government had no further ob- 
ligation, and this was the rule in connection 
with government countries. 
England issued a number; the last was in 1789 
and continued for seventy years, or until 1859. 
Neither the United States Government nor any 
of the States, so far as I can learn, ever raised 
money by Tontines, but Tontine associations 
were formed in several cities—as New York, 
New Haven and Albany. In New York the 
funds were invested in the Wall Street build- 
ing, containing the Tontine Coffee House. The 
father of one of the writer’s classmates was 
a beneficiary of this fund. In New Haven the 
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Tontines in all 





Tontine Hotel, facing on “The Green,” repre- 


sented the subscriptions. In these private Ton- 
tine associations, if the number of members was 
large, it was provided that when the number 
of survivors was reduced to a small number, 
say five or ten, the entire fund should be their 
absolute property and be divided among them. 
In New York city, in 1868, a company named 
the American Tontine Life and Savings Insur- 
ance Company was started to do a pure Ton- 
tine business, with a savings bank department 
and a life insurance department, but it fell on 
hard times and went out of business in May, 
1871. 

Tontines gave an increasing income as the 
infirmities of age tended to increase, an in- 
herent advantage not ordinarily connected with 
annuities. To secure this feature from a life 
insurance company one may buy several an- 
nuities at once, one commencing now, another 
deferred for five or ten years and still others 
longer deferred. In this way extreme old age 
can be provided with income enough to pay 
for a nurse and frequent medical attention. 
Many corporations have provided for old em- 
ployees by buying deferred annuities for them. 
The writer’s firm many years ago began pur- 
chasing annuities for an elderly clerk to begin 
on his attaining the age of seventy-five: he is 
now enjoying these receipts, though still so 
vigorous as to come to the office daily. There 
are many varieties of annuities and a disinter- 
ested expert will show applicants such as will 
suit their experts are generally 
known as consulting actuaries. 


case; such 
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Besides the simple annuities on a single life 
already described before, there are, for example, 
joint life annuities, which last only while both 
of two lives (or all of a group) continue; an- 
nuities on the longest of two lives (or of a 
group) suiting a case where both husband and 
wife are to be protected—survivorship an- 
nuities, payable to a dependent after the death 
of the bread winner. As an instance: the first 
actuary of the Mutual Life Insurance Company 
of New York, Charles Gill, in May, 1851, be- 
gan paying an annual premium of $7.62 to 
secure $100 a year to his father if the latter 
survived him. He paid five years’ premium, 
died October, 1855. and his father received 
$100 yearly for five years, until his death, or 
$500 in all for premiums of only $38.10. The 
result of the system in such cases, and its bene- 
fits, can readily be appreciated. The advantages 
of this method of income protection for de- 
pendents are obvious and cannot be gainsaid. 





North American 
National Life 
Insurance 


Co. 


Omaha, Nebraska 


Under new management this 
company is making rapid prog- 
ress and is in position to offer 
liberal General Agency Con- 
tracts. Our Disability Clause is 


a wonderful sales closer. 


Address for further informa- 


tion: 


F. J. Uehling, President. 
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FAVORABLE CONTRACTS TO DISEASED 
PERSONS 

Several companies will give specially favor- 
able contracts to diseased persons, who are thus 
often enabled to pass the remainder of their 
lives in comfort. Occasionally private individ- 
uals speculate on lives by selling annuities on 
terms thought favorable to themselves; in most 
of such cases the annuitants are supposed rather 
moribund, but sometimes they have not been, 
as described in the noted rhyme in Outram’s 
“Legal and Other Lyrics,” recounting the dole- 
ful experience of a Scotch lawyer who was 
taken in by an old “widdy” (who, of course, 
had to be Scotch herself to be smart enough). 
She duped him into thinking her almost at 
death’s door, got an annuity contract from him, 
revived immediately, and drew the annuity 
year after year to the lawyer’s despair, as she 
seemed immortal. The rhyme does not tell of 
her end, but intimates that her continued vitality 
was the death of him. 

It is to be hoped that the public, the State 
legislatures and the life insurance companies 
will all appreciate the value of annuities and 
do their respective parts as above suggested, 
so that the many who need them may enjoy 
them to the fullest extent, and not be ensnared 
by the fakes. Too much money is being use- 
lessly wasted in questionable investments which 
have none of the stability characterizing life 
insurance. 

CONCLUSION 

Oliver Wendell Holmes says: “The human 
race is divided into two classes—those who go 
ahead and do something, and those who sit still 
and enquire, ‘Why wasn’t it done the other 
way?” 

The business men of the world may be 
divided into two general classes—those who 
have wares, goods or services to dispose of, 
which are sought for by the customers; and 
those whose goods, wares or services are not 
voluntarily sought for by the customer, but 
must be presented to him for acceptance and 
purchase; or, in other words, in the first in- 
stance the demand causes the supply, in the 
latter the supply creates the demand. 





Since this article was drafted, several large 
life companies have materially liberalized their 
annuity tables, particularly for old men, but as 
they do not hold ou* any hope of possible 
further yield through dividends, it is doubt- 
ful whether much increase in business will re- 
sult. 


Some Observations on the Life Insurance 


Agent 
By WiLttiamM MILLER 


When a man has acquired the art of can. 
vassing, that is, securing purchasers by  per- 
sonal application, whether he acquires it by 
selling books, merchandise or insurance, he has 
acquired a fortune in himself and is an jp. 
dependent man, in demand alike in alj parts 
of the world. 

The art of canvassing cannot be imparted, 
it must be acquired. Quintilian, when asked 
how one should acquire the art of speaking, 
replied, “The way to learn how to speak js to 
speak,” and the way to acquire the art of can- 
vassing 18 to Canvass. 

life insurance is a science, but the practic! 
part of presenting its claims for patronage js 


Active and intelligent agents are necessary 








“You may talk too much 
on the best of subjects,” 
says Ben Franklin; and in 
another place he adds, 
“The most exquisite folly 
is made of Wisdom spun 
too fine.” 


Successful Franklin 
agents explain the great 
essential benefits of Frank- 
lin life insurance, avoiding 
lengthy discourse upon de- 
tails which confuse the 
prospect, and add nothing 
to his knowledge. 


THE FRANKLIN LIFE 
INSURANCE CoO. 


Springfield ss Illinois 





Thursday 


Ma 


to th 
Ag 
to th 
woul 
agent 
the li 
into |] 
the h 
kev 
servic 
have 
the c 
The 
ogniz 
agenc 
instru 
Ye 
and ¢ 
requil 
have 


Ma 




















EDMUND P. MELSON, President 


ST. LOUIS, MISSOURI 


SPECIAL FEATURES ABOUT CONTINENTAL POLICIES THAT OFFER 


A WIDER FIELD - - INCREASED OPPORTUNITIES 


Age limits 8 to 65 

Major surgical operation benefits. 

Loan values at end of first year under most forms 

Annual dividends on certain policies issued at non-participating rates. 

Unexcelled underwriting service for sub-standard policies. 
accepts approximately 95% of all cases submitted. 


CONTINENTAL LIFE INSURANCE COMPANY 


The Company now 


P. M. HARPER, Vice President 
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to the prosperity of a life insurance company. 

Agents are the working bees who bring honey 
to the hive. Without their aid every company 
would be compelled to close its doors. The 
agent therefore is the most important man. in 
the life insurance business, the man who comes 
into personal contact with the public, and does 
the hardest work on the insurance battlefield. 
Every life company seeks to draw into its 
reliable men, who 
in fact, one of 


service honest, energetic, 
have ability to write business ; 
the erving needs of the day is agents. 

The great leaders in insurance have also rec- 
enized that it was not enough to establish 
agencies, but that those filling them must be 
instructed and stimulated into efficient men. 

Year by year a higher grade of intelligence 
and capacity on the part of the agent has been 
required, just as the general education of the 
have ability to write business. 

Many effective agents cannot devote their 
entire time to insurance work, but whether they 
eive the whole or a part of their time, the 
pre-eminently successful agents have heen those 
who broadened the scope of their knowledge 
and “kept posted” by regularly reading the in- 
surance journals and the current literature of 
companies; who gave most of their time to per- 
sonal canvassing; who worked entirely upon a 
commission basis; paid their own expenses and 
carried out their own plans with push, energy, 
ability, integrity and enterprise. 

There is no business in which energy and 
tact without capital can be so profitably in- 
vested or employed as personal canvassing for 
reliable life insurance company. 
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Peoples 
Life 
insurance 
Company 


Frankfort, Indiana 


$2,427,860.00 on Deposit with the 
Indiana Insurance Department 


$306,013.31 Surplus Protection to 
Policyholders 
$26,000,000.00 Insurance in _ force 


NEW STANDARD POLICIES, LOW RATES, 
DISABILITY CLAUSE, DOUBLE INDEM- 
NITY PROVISION, MONTHLY INCOME, 
GUARANTEED SETTLEMENTS 


TERRITORY OPEN IN 
INDIANA,OHIO,ILLINOIS AND MICHIGAN 


A few top notch contracts to Insurance 
Producers with experience, character 
and ability. Address the Company. 
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Higher Education and Research in Life 
Insurance 


By Freperick L. Horrman, LL, D. 


Consulting Statistician, The Prudential Insurance Company of America 


has been written within recent years 


Much 
on life insurance education, chiefly for the pur- 
pose of developing general agents or insurance 
\luch, however, remains to be done 
life 


schools of 


salesmen. 


before present-day insurance courses in 


universities or commerce will have 


ittained to the status of the applied sciences or 


technology in the more restricted — sense. 


Iducation for a specific and concrete purpose 


must necessarily suffer from general methods 


if instruction in the higher branches of learn 
ing. Education for specific purposes aims to 
it the student for the proper performance of 


a chosen task or function, and this obviously 


implies that teaching methods must be based 


upon a sound understanding of the lessons of 


practical experience. 


Present Metriops TNADEQUATI 
Life insurance research has come, to_ the 
forefront, largely because of the realized neces- 
sity. for a broader basis for educational 
methods. Merely to rely upon company re- 


ports, policy forms, and the current discussions 
insurance periodicals, 


The 


general, 


f insurance problems, in 


‘annot meet the needs of the situation. 


textbooks available on insurance, in 
are, broadly speaking, totally inadequate for the 
They represent entirely too restricted 
a sufficient 
conveying 
experience. The 


education 


purpose. 
a point of view, not sustained by 
illustration, 


amount of historical 


clearly the lessons of past 


ereatest defect of modern insurance 
is the failure to give proper attention to life 
insurance history, than in which there is no 
branch of the history of commerce more in- 
teresting, illuminating and instructive. 

For the purpose of historical research insur- 
ance libraries are necessarily a_ prerequsite. 
There are few such libraries deserving of seri 
ous Most of the material that 
constitutes the historical development of life 


been irre- 


consideration. 

has been neglected or 
trievably lost. Complete files of such period- 
icals as THe Spectator furnish, of course, an 
information. 


insurance 


enormous amount of instructive 
Likewise much may be derived from a critical 
and painstaking study of the early insurance 
reports of Massachusetts and New York. For 
the last twenty vears the text of insurance re- 
ports rarely has contained much information 
that can be utilized for teaching purposes, ex- 
cepting again the States of Massachusetts and 
New York, the reports of which constitute the 
major basis of insurance instruction, both as 
to the principles which must guide and the 
practices which it is advisable to follow. 

\ few companies have published their his- 
tory in a comprehensive form. Perhaps the 
most important of these are the history of the 
Insurance Company of North America; the 
history of the New York Life Insurance Com- 
pany, and the history of the Prudential Insur- 
ance Company of America. These histories, 


aI 


however, are all out of date. The historical 
study of insurance has never been encouraged, 
however deserves to be developed. 
The the finest 
embodiment ot sound principles of commercial 
practice extant. The development of insurance 
practice from crude beginnings to a point very 


much it 


traditions of insurance are 


near perfection, illustrates the evolution of a 
hraneh of which can be traced back- 
wards for near to a thousand years. Without 
a reasonably thorough understanding of the 
nulestones of progress in the history of insur- 
he developed in 


OMMMEFCE 


ance, there cannot possibly 
the modern student the full appreciation of the 
ereat achievements of mankind. 


Linkary EourpMent NEEDED 


Whatever branch of insurance may be con- 
critical study, for 
invariably felt the 
a complete library equipment. The 
especially as 


sidered as a subject for 


practical purposes there is 
need of 
lite 


literature of insurance, 


derived from Itnglish sources, is rich in 
\traordinary illustrations of variations in 
viewpoint, which the earnest student cannot 


ifford to ignore. Uniortunately this literature, 


(Contumed on rage 23) 








Men capable of closing 
business and training new 
agents or devoting entire 
time to writing new 
business can secure good 
positions with the under- 
signed company on very 
favorable terms. When 
writing give full details, 
past history and refer- 
ences. 
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INSURANCE CO. 


716 Locust St., 
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How NOT to Sell Insurance 
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2. How Much? 


When Clarence Small entered the insur- 
ance field, his first call was on a wealthy 
capitalist. Small timidly suggested a $5,- 
000 policy, but the capitalist was not in- 
terested and refused to insure. 

Not long after that, Richard Strong, an 
‘experienced underwriter, called on the same 
capitalist, and said: “I have called to sub- 
mit a million-dollar proposition.”’ That 
made the capitalist sit up and take notice. 
He concluded that Strong was a man of 
some importance, and was flattered when 
‘he understood that a policy for $1,000,000 
was not regarded as an extravagant amount 
for him to take. The result was that Strong 
wrote his application for $500,000. 


Copyright, 1924, by The Spectator Company, New 


The agent must adapt his offers to the 
needs and resources of his clients. He can 
discourage a poor man by offering some- 
thing that is far beyond his reach, and he 
can insult a wealthy man by submitting an 
inadequate proposition. 

If you go to a man suspecting that he 
already carries a large amount of insurance 
and advise him to take a little more, he may 
say that he has much more than he needs, 
and that nothing will induce him to increase 
the amount. But if you begin by talking 
of a million, or half a million, and the man 
tells you that he already has $100,000, 
you can still advocate an additional policy 


for $900,000, or $400,000, as the case 


may be. 


York. 








Educating the Life Insurance Agent 


Though it is generally acknowledged that 
many agents are sent out before they are fully 
qualified, with resulting damage to the reputa- 
tion of life insurance, it is not always possible 
to cite concrete cases. Such a case, however, 
did come to our notice a short time ago. A 
“young man, a university graduate, was engaged 
to solicit life insurance by a large agency in 
this city. In preparation therefor he read some 
of the literature recommended and attended the 
usual morning talks by the agency head and 
was told that he was qualified to solicit life in- 
surance. By virtue of his pleasing personality 
he succeeded in writing a fair quota of busi- 
ness; but gave up shortly, because, as he said: 
“My heart was not in the business. I was sell- 
ing something which seemed neither necessary 
nor worth while in a large number of cases. 

‘Oh! I can see that a young married man who 
has a child or two and has not had time to save 
anything appreciable ought to carry life insur- 
ance; but my contacts are mostly with young 
fellows like myself, unmarried—may never get 

I can’t see where they need insurance 

Money 


married. 
or why I should try to sell them any. 
put into something else would yield some re- 
turn.” 

It is treason to the cause of life insurance 
to send a man out with that point of view! The 
young man’s vision of matters in general was 
broad enough, and his powers of perception were 
sufficiently keen, but his life insurance instruc- 
tion had been superficial. He became much in- 
terested when the structure of life insurance was 
explained. It opened up a view which he had 
not had at all. What our young discouraged 
agent needed was the realization: 

That any person, young or old, who contends 
that he needs no insurance is in effect saying 
that he has no earning power; 


That the earning power of every individual 
represents an investment value; 

That upon the individual’s death that invest- 
ment value is needlessly lost, if not conserved 
by life insurance; 

That some one hears that loss: 

That the life insurance company stands ready 
to say: “We act merely as the instrument of 
a large body of men, just like you, who know 
that it is wise to pool their interests so that 
the loss which would otherwise be sustained by 
some one, will be easily and equitably shared 
by all. 

“If I had had that point of view hefore, | 
could have put my heart into it. Why, it is 
more than a business! It is really something 
worth doing.” That was the reaction of the 
young discouraged ex-agent when he had the 
matter presented to him. But he was then en- 
gaged in other work from which he was not 
He had not had the true 


” 


free to withdraw. 
conception of the function of life insurance, 
nor had he had absolute confidence in the in- 
stitution, because he lacked knowledge of the 
fundamental principles and their application. 

We do not advocate that an agent should be 
a qualified actuary. His job is to sell life in- 
surance; but to sell it right, acting as the faith- 
ful counsellor and informed advisor of his pros- 
pect. 

“Life insurance,” as a prominent life insur- 
ance agency man has often said, “to be sold 
right, should be sold on plain logic, not by hook 
or crook.” As a matter of fact, it is easier to 
sell it by plain logic than by the specious argu- 
ments which must be resorted to by agents who 
lack a true knowledge of the structure. 

Referring to “plain logic,” we are reminded 
of a conversation had with an actuary regard- 
ing the interest in life insurance on the part of 
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the public. He said: “Generally, people whom 
I meet, upon learning that I am an actuary and 
that the actuary is the ‘engineer’ in the life jp. 
surance business, want to know something ‘. 
liable’ upon the subject, especially about the 
structure of the premiums and the resulting re. 
serves. Most of them seem to have the im. 
pression that the premiums, surrender Values, 
etc., are merely such as the companies feel tha 
‘they can get away with.’ Almost without ex. 
ception they will say in the course of the cop. 
versation: ‘I can see from what you say tha 
| am not carrying enough insurance. I had 
never thought of it in the light you now pre. 
sent,’ and ‘How much insurance should | carry 
on what form should I carry it, and in whe 
company?” 

This evidence of eagerness for expert ad. 
vice and general interest, even in the more tech. 
nical features, may answer those agency men 
who say that the agent should not know too 
much about the actuarial side of it, because he 
is prone to bore his prospects with “learned” 
discourses. 

There is no need of the agents attempting to 
master the mathematical intricacies of the actu- 
arial science; nor is it wise. He should, how- 
ever, know the significance of the mortality 
table and the composition of the premiums, the 
reserves, and the non-forfeiture values; know 
it so that he is able to say, without the slightest 
reservation, “These are the amounts which the 
natural laws require to be paid as premiums, 
and these are the amounts which the natural 
and co-operative laws permit to be paid in the 
way of “dividends,” non-forfeiture values, etc.” 
The trained agent should know his limitations 
and learn those of his prospects, and_ should 
know if, and when, it be expedient to introduce 
anything of a technical nature. 

William Breiby, F. A. S. 
firm of Fackler & Fackler, consulting actu- 
aries), in his textbook “The Essence of Life 
Insurance,” presents the subject in such a way 
that the agent readily grasps the full signif- 
icance of the functions of life insurance, and 
convinces himself, with little effort, of the sound- 
ness of the structure of the premiumis, reserves, 
surrender values, and other features which 
he will have to refer in his canvassing. Price 
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per copy, $3. 
Eugene B. Stinde Opens Special Service 
Department 
Mo., March 17.—What is re- 
garded in St. Louis life insurance circles as 
the most progressive step taken by an individ- 
ual life insurance producer in recent years was 
an announcement made recently by Eugene B. 
Stinde, special agent for the Northwestern 
Mutual Life Insurance Company in St. Louis, 
that he had opened up a special department to 
furnish advice to his clients concerning income, 
inheritance and corporation taxes and how to 
safeguard estates by taking out sufficient in- 
surance to pay off the taxes to be assessed 
against the physical property of the assured. 
Mr. Stinde has retained Arthur E. Miller, 
formerly manager of the St. Louis office of 
Prentice-Hall, Inc., to direct his new depart- 
ment. 
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Higher Education and Research in Life 


Insurance 
(Continued from page 21) 


as has been said before, has mostly been lost 
or been disregarded until it is now extremely 
difficult to build up a fairly complete library 
representing the extraordinary intellectual 
progress of insurance principles and practices. 

From the immediately practical point of 
view, it is less difficult to secure a considerable 
amount of most valuable information. Whether 
this pertains to policy conditions, to medical 
examinations, to premium rates, to invest- 
ments, etc., it is of the very first importance 
that the material should be systematically 
arranged or indexed and made conveniently 
available for comparative purposes. Perhaps 
in no effort is this task more imperative than 
in the field of insurance investments, which 
have never as yet been studied in the manner 
and to the extent that the supreme importance 
of the subject calls for. 

It is nearly twenty years since the late Prof. 
L. W. Zartman published the only extended 
treatise on the subject available. His work on 
“The Investments of Life Insurance Compa- 
nies’ remains to this day a most useful source 
of information, but quite inadequate to the 
modern needs of the investment side of the 
business, which has assumed enormous propor- 
tions. The critical study of the fluctuations in 
interest rates and of interest earnings on dif- 
ferent forms of investments, as well as the 
changes in the investment market, offer, per- 
haps, the most attractive field for specialized 
study which the life insurance business offers. 
Intensive research into the true facts of the 
investment situation, at different points of 
time and under different forms of management, 
would reveal many important disclosures which 
are now lost sight of in the often meaningless 
general statements as published by the compa- 
nies. 


BROADER INSTRUCTION NEEDED 

The foregoing observations are merely in- 
tended to emphasize the need of broader meth- 
ods of insurance instruction than are common 
in courses which aim essentially at the de- 
velopment of life insurance salesmen. What 
is needed to-day is thoroughly trained life in- 
surance executives, in the possession of the 
broadest possible view-point of the business as 
a social service institution. While insurance 
is a branch of commerce, it is not a business 
in the ordinary profit-making sense. While 
insurance law is a branch of legal science, it 
represents questions and problems peculiar to 
itself, which must be considered in the light of 
the past history of the development of clauses 
and policy conditions. 

Next to insurance investment, insurance law 
also suggests much more thorough studies of 
principles in their application to large prob- 
lems than is generally the case. Nothing, per- 
haps, illustrates this any better than the lament- 
able confusion of legal ideas regarding the 
status of insurance as an element of commerce. 
While it has been held, time and again, by the 
United States Supreme Court, that insurance 
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is not commerce, the facts of every-day experi- 
ence are so obviously opposed to this conclu- 
sion that there are the strongest reasons for 
believing that if the case is ever properly pre- 
sented before the court, both as regards the 
facts of commerce and of insurance, and in 
their interrelation to each other, the famous 
decision of Paul vs. Virginia will at last be 
reversed. 


CoMPLETE Courses VITAL 
No university or school of commerce at the 
present time presents a course in insurance 
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LIFE 


proportionate to the immense importance and 
extent of the business. No university or school 
of commerce has developed a complete course 
on insurance, representing all of the various 
branches of the business. which should properly 
be taken into account. Insurance in this coun- 
try has never been developed theoreticzily to 
the the the 
Continent of 


extent as this has been case on 


Kurope. Perhaps it is less de- 
sirable that we should aim in this country at 
the technical perfection of clauses or condi- 
tions, or methods of procedure, which are often 
extremely time-consuming, and more of a hin- 
drance than a help to the largest development 
of the but 


indifferent to anything that bears upon the sub 


business ; we cannot afford to be 


ject, as, perhaps, best illustrated by the re- 


cent use made by the Mixed Claims Commis 


sion, United States and Germany, of a trans 
lation of the German insurance code in 1907, 
in behalf of the final settlement of the Lusi- 


tania claims in 1924. No narrow-minded view 
point should control either the collection of 
data or the teaching practices of those who 
are imbued with the right spirit of higher edu 
cation in life insurance methods and research. 
There is something of value in every experi- 
ence and serious errors of judgment may be 
avoided in the light of a broader knowledge of 
Those 


life insur 


what has transpired in the past. who 
have gone through a generation of 
ance development but 
that the best is vet to be. and that, however 
the of the 

they will be out-distanced in the future 


cannot feel convinced 


marvelous achievements present, 
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You will appreciate our quick decision and prompt service in your Cases 


Reinsurance on the yearly Renewable Term plan, or for substandard 
risks on the Coinsurance basis. Our decision given by wire on day of receipt of 
your papers. 


THE ONTARIO EQUITABLE LIFE & ACCIDENT 
INSURANCE COMPANY 
Head Office, Waterloo, Ontario. S. C. Tweed, President. 











Prospects and How to Get Them ances, [| then interviewed 


By Goprrey B. Moore 


a number of mer- 
chants, told them these bankers would be pres. 
equitable Life Assurance Society of the United — ent and 

States as 


nine top-notch prospects. 


some of the merchants also consented 


JOU) ws 


The result was [ played host to 
exceptionally good prospects may be obtained 


by taking advantage of the common interest Phis plan was repeated with nine other people 
at the January dinner when “Life Insurance and 


meetings of the Life Underwriters -\ssociation. 


For instance, prior to the December, 1923, [rust Funds” was discussed. And at last 
monthly meeting and dinner, when the subject month's meeting on “Life Insurance and Church 
vas “Life Insurance and Credit.” | personally inances” my guests were a rabbi and board 
called oxi several bankers, presented my card = ©! trustees 
and cordially invited them to be my guests. \Il of us engaged in this business are bene- 
Having succeeded in obtaining several accept- ited by having guests attend these meetings, as 
they more casily beceme live-wire prospects 
Age at Gate aa ee and, in any event, are impressed with the fact 
held uring the one-day convention of the Lite that we life insurance agents of to-day are pro- 
nderwriters Association of New York at the [Tote ot as eT ae 
in that city last week. essional underwriters 
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NEW LOAN PLAN 





merican Central Life Grants Mort- 
Under Novel System 


A 


ORIGINATED BY H. W. BUTTOLPH 





Company’s Actuary Devises Method of 
Graded Payments—Appraised Value of 
Property Is Basis 
IxprAnavotis, INp., March 15.— A 
creasing mortgage loan plan orginated by Henry 
W. Buttolph, actuary of the American Central 


new de- 


Life, has been announced by that company. The 


new policies will go into effect immediately 
issued on a basis of $1000 or multiples 


and are ; 
The amount 


thereof. The plan is as follows: 
of the mortgage loan is determined by the ap- 
praised value of the property, and the amount 
of life or disability insurance varies downward, 
according to the amount still owing on the 
loan. Payments have been arranged at the rate 
of $60 semi-annually for each $1000 loan. These 
payments are used, first to pay the interest on 
the amount remaining in the loan, next to pay 
the premium on the insurance, and the balance 
to be applied to reduce the amount of the prin- 
cipal still owing. The original premium is in- 
cluded in the loan. 

As the principal decreases and the interest, 
therefore is less, the insurance also decreases, 
with a smaller premium each six months. 
Therefore, as the payments are carried on each 
one reduces the principal more than the pre- 
ceding one. The plan is divided into five groups, 
to be issued to persons between the ages of 
twenty-one and fifty. The first group is for 
persons between twenty-one and thirty-five, and 
is for the loan with life insurance only. This 
has twenty-seven payments of $60 each. For 
persons of the same age, but with disability 
added to the life insurance, there are twenty- 
eight payments. In the third group, which is 
for persons between thirty-six and forty-five 
years of age, there are twenty-nine payments. 
For persons of the same age, with disability 
added, there are thirty payments. The last 
group is for persons between forty-six and fifty 
years of age. This is issued with life only, and 
there are thirty-two payments. 


Lincoln National Life Holds Agency 
Conference 


More than fifty representatives of the Lin- 
coln National Life, Fort Wayne, Ind., from 
the States of California, Utah and Arizona 
attended a Sales Congress in Los Angeles. This 
was the sixth meeting of the regular annual 
series of sectional meetings being held by the 
company. Other meetings were held in Pitts- 
burgh, Fort Wayne, Chicago, Minneapolis, 
Seattle and the last in the series will be held 
in San Antonio in the near future. 

The Los Angeles meeting was devoted to 
the general topic, “Selling Life Insurance 
Through Meeting Needs.” The meeting was 
started by bringing out the underlying prin- 
ciples of analyzing a prospect’s real needs for 
life insurance and of fitting life insurance to 
meet those needs. These principles were then 


further illustrated by practical demonstrations 
The meeting 
brought to a close with an open forum on gen- 


and demonstration sales. was 
eral sales problems, as well as problems relat- 
ny to company routine matters. 

A banquet was held in the evening, at which 
Will G. Mutual Life In- 
urance Company, Los Angeles, was the prin- 


Farrell of the Penn 


cipal speaker. He delivered an inspiring ad- 
dress on the subject, “The Value of a Man.” 
Smith, 


California 


Richard advertising manager of the 
Company, spoke 


History.” 


Southern Edison 
entertainingly on Wells’ “Outline of 
The company’s California State manager, H. 
Gi. Everett, also spoke at the banquet. Vice- 
President Walter T. Shepard, presided as toast- 
master and presented to the agents their honor 
emblems. 
CONTINENTAL’S UTAH LICENSE MAY 
BE RENEWED 
W. M. Lillywhite, District Manager, Joins 
International Life as Local Executve 
SaLt Lake Ciry, Utan, March 15.—Attor- 
ney General Harvey H!. Cluff has advised In- 
Commissioner J. W. Walker that the 
Life of 
Utah, may be 
Perkins 


have the company declared a Utah corporation 


surance 


license of the Continental Missouri, 


but formerly of renewed over 
the protest of D. C. who sought to 
on the ground that its amalgamation with the 
Mr. Perkins 
against the ill- 


Pioneer Life in 1920 was illegal. 
tried to satisfy a judgment 
fated Utah Underwriters Corporation for salary 
due, and he thought he should recover from 
the Continental because the Utah Underwriters 
had held stock in this company. 

W. M. Lillywhite, district manager here for 
the Continental Life for several years, has be- 
come local manager for the International Life 
of St. Louis. Mr. Lillywhite is one of the best 
known and most popular life insurance men in 
the State. 


Life Insurance Congress to Be Held in 
Philadelphia 


Executives of the life underwriters associa- 
tion of Harrisburg, Philadelphia, Trenton and 
Wilmington met at the Hotel Bellevue-Strat- 
ford, Philadelphia, recently to perfect plans 
for an all-day Life Insurance Congress which 
will be held there on Friday, March a1. 
I‘rederick G. Woodworth, president of the 
Philadelphia association, acted as chairman of 
the meeting, and among those present were J. 
A. Tyson, president of the Harrisburg associa- 
tion; James W. Edgerton, president of the 
Trenton association; Charles W. Palmer, presi- 
dent of the Wilmington association; J. W. 
Clegg, chairman of finance, and others. 

Among the speakers of national prominence 
who will attend the Life Insurance Congress 
on March 21 will be Haley Fiske, president of 
the Metropolitan Life; William J. Graham, 
vice-president of the Equitable of New York; 
Griffin M. Lovelace, director of the life in- 
surance training course at New York Uni- 
versity; Professor H. W. Hess, of the Uni- 
versity of Pennsylvania; Paul Clark, general 
agent at Boston for the John Hancock Life; 
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Mrs. Laura Patrick, New York Life; Albert 
Kelley, Equitable of New York; Paul Loder, 
agency superintendent of the Provident Mutual 
Life: Hon. Harold B. Wells and L. A. Cerf, 
Jr., of the Mutual Benefit Life in New York 
City. 


Royal Union Life Enters Arkansas 

The Royal Union Life Insurance Company, 
which was formerly the State Life Insurance 
Company of Iowa, has been licensed to 
transact life business in the State of Arkansas, 
and President Tucker has announced that Wil- 
liam Hargis Walker, who was general agent for 
the old Royal Union, will continue having 
charge of the field organization work in that 
State. Mr. Walker has a creditable record be- 
hind him in organization work, making plans 
for an aggressive campaign in the development 
of this new territory. 





Standard Life Agents Convene 


The agents of the Standard Life Insurance 
Company recently held a convention at the 
home office in St. Louis, Mo. The sessions 
continued for three days; the first day being de- 
voted to State and district managers, and gen- 
eral and district agents. The last two days 
were given over to all the agents. The con- 
vention was presided over by President J. R. 
Paisly, Vice-President W. K. Whitfield, and 
Superintendent of Agencies T. F. Egan. 





Cartoon Is Appreciated 


Marvin Mobley has received the following letter con- 
cerning a recent contribution of his to THe SpecraTor: 


Hon. Marvin Mobley, 
Shady Dale, Ga. 


Dear Marvin: 

Your illustration and letter in THE Spectator, which 
has just come to our desk, is one of the best things 
that we have seen in quite a long while. We want 
to congratulate you on the soundness of the illustra- 
tion to overcome such bosh as J. V. Nash has writ- 
ten in the Dearborn Independent. The pity of it is 
that, while that stuff will not influence men of in- 
telligence, it will prevent many a poor fellow from 
buying the $1000 insurance which would take a burden 
off of the shoulders of a family unable to care for it. 

We have for many years been appreciative of your 
versatility, and have a high regard for your friendship. 

Yours truly, 
Suivers & WItson, 
Managers, New England Mutual Life. 
Eatonton, Ga., February 23, 1924. 
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FRATERNALS AFFECTED 


Oklahoma Board Would Deny Li- 
censes to Twenty-five Associations 








RELIEF MEASURES NOW SOUGHT 





Governor Sends Message to Legislature 
Alleging No Notice of Proposed 
Action Was Forwarded 
17.—One 
or- 


OxLAHOMA City, OKLa., March 
hundred thousand members of fraternal 
ganizations are involved in a recent ruling of 
the Oklahoma Fraternal Insurance Board, deny- 
ing licenses to twenty-five fraternal associations 
to operate in the State until they have com- 
plied with the laws. Temporary relief from 
the ruling was sought last week, by measures 
sent by Governor M. E. Trapp to the legisla- 
ture now in session. Almost immediately after 
the governor’s message was received, joint reso- 
lutions were introduced in both houses, provid- 
ing that fraternal associations be permitted to 
continue to do business in Oklahoma until June 
T1925. 

The governor’s message indicates that many 
of these companies have been operating in the 
State under licenses granted heretofore by the 
State Insurance Department, and that no notice 
of the prospective changed construction of the 
law had been sent them previous to the ruling. 
In a form letter sent to members of the legis- 
organizations affected by the 
alleged that no opportunity 
for a hearing was granted them and that the 
board held the associations must make use of 
a lodge system of induction, require physical 
examination and change the annual premium to 


lature by the 


board's action, it is 


a certain schedule. Protests have been filed that 
the schedule of insurance rates fixed as obliga- 
much higher than the rates 
The 


approximate average cost is $10.50 a thousand 


tory by the board, is 
now charged by the companies involved. 
a year for members between the ages of twelve 
and fifty-five, association officials declare. The 
board xed the rates to range from $10.34 for 
persons twenty years old, to $39.36 for those 
fifty-five years old. 

The Oklahoma statutes provide that all com- 
panies writing fraternal insurance in the State 
shall be licensed by the Fraternal Insurance 
Board, but licenses have previously 
granted by the State Insurance Department. 
The following associations were influenced by 
the ruling: Home Protective Association, 
Muskogee; Mutual Relief Association, Boon- 
ville, Ark.; National Union, Oklahoma City; 
Bankers and Planters Association, Muskogee; 


been 


Mutual Aid Union, Oklahoma City; Loyal 
Union Life Association, Muskogee; Tillman 
County Mutual Aid Association, Davidson; 


Community Interest Association, Altus; United 
Friends Society of Jackson county; State Pro- 
Association of Oklahoma, Walters; 
American Benefit Association, Muskogee; Oil 
State Insurance Association, Tulsa; Mutual 
Protective Association, Muskogee; Oklahoma 
Aid Association, Oklahoma City; Western Aid 
Association, Oklahoma City; Protective Life 
Association, Oklahoma City, and others. 


tective 


Indianapolis Life Growing Steadily 

The pyramid which become a trade 
mark with the Indianapolis Life Insurance 
Company of Indianapolis, showing the amounts 
of insurance in force from 1905 to 1923, in- 
clusive, makes an impressive exhibit. Every 
year has witnessed a good-sized increase over 
the amount in force at the end of the preced- 
ing year, and the figures for 1923 have nearly 
reached the $41,000,000 mark, the amount in 
force on December 31 last having been $40,- 
882,132. This sum represents a net increase 
during the past year of nearly $5,650,000. On 
the same date the company’s admitted assets 
aggregated $3,770,658, and its surplus amounted 


has 


to $194,122, above its policy reserve of $3,227,- 
503 and all other liabilities. The assets in- 
creased some $700,000 last year and the gain in 
surplus was about $50,000, after apportioning 
$58,000 as a special surplus fund. Frank P. 
Manly is president of this constantly progress- 
ing company. 


THE AMERICAN WAYS 
Bank of the Manhattan Company Seng; 
Out Second Booklet of Instructive 
Series 


Under the title of “The American Ways,” the 
Bank of the Manhattan Company, New York, 
has published Volume II of its Manhattan 
Library. The second booklet of the Series, 
which the bank is compiling for the benefit of 
its depositors and others, deals with the jp. 
terest that every citizen has in the free and 
proper conduct of the railroads and transporta- 
tion lines of the nation. The booklet clearly 
points out that undue legislative interference 
with the business of the carriers is certain to 
cause depreciation in the value of railroad 
stocks and bonds; and that, since insurance 
companies and banks are among the principal 
investors in such offerings, the individuals dj- 
rectly affected are the policyholders of the 
insurance companies and the depositors of the 


banks. 
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Premium Notes......... 
Government and Municipal Bonds................. 


INSURANCE IN FORCE 


ROYAL UNION LIFE 


FINANCIAA1 
AS OF JAW 1, 


ADMITTED ASSETS 
Real Fetate .........6l5 24. 


First Mortgage Loans.... 


11,205,903 


284 62! 


Cash ty (Rice art Hames... ... os bo iste e ties 420,00 
Due from Reinsuring Companies on Death Claims re- 

NE ek ey ae ee eae ee ee 2,000. 
Interest and Rents due and accrued................ 747,212. 
Net Due and Deferred Premiums.................. 
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It will be recalled that Volume I of the Man- 


hattan Library, entitled * ‘The Greatest Family 


‘1 the World,” showed the 
ial part that life insurance plays in the 


tremendous and 


benefici 

welfare and f financial stability of the country. 
The present booklet carries this idea still 
further, and proves that ill-advised govern- 


mental interference in the private operation of 
the railroads is detrimental to industrial prog- 
ress, and that each legislator should realize his 
responsibility 1 in the matter and act accordingly. 
The booklet states that $2,000,000,000 worth of 
railroad securities is owned by the forty mil- 
lion people who compose the life insurance 
companies; that in savings 
banks, of which more than $1,000,000,000 is 
invested in railroad securities; and that, with 
the addition of other insurance companies, it is 


$17,300,000,000 is 


apparent that nearly fifty million people are 
directly involved in any measures pertaining to 
railroad administration. 

The i 


Bank of the Manhattan Company 1s 


be congratulated on the publication of this sec- 
ond booklet of its series, for it will 
edly be the means of awakening many persons 
to a realization of the extent to which they are 


undoubt- 


individually and personally interested in the 
continued freedom of the railroads from ad- 
verse governmental action. 

‘Etna Life Withdraws Ordinary Policy 


Providing Term Insurance for Five 
Years 
The 


to withdraw its ordinary policy in which term 


7Etna Life Insurance Company intends 


for the first five years is provided. 
obtained confirmation this 
found that the 
reasons for the action is that the Insurance Law 
of New York only 
in this case, while the company decided that this 


insurance 
THE 
information, 


SPECTATOR of 


and also one of 


permits fourteer: renewals 


particular form of policy could not be written 


successfully without nineteen renewals 


mitted. 


per- 
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plementary Comtracts............... 
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175,46)fumulate at ee re 
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- $109,447,793.00 


IURANCE COMPANY 


z. siprance Co. of Iowa) 
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DES MOINES, IOWA 


William Koch, Vice President 
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00 


. $13,169,036. 
239,750. 
— 52,658 . 
to ac- 

24 
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00 


652,835. 
54,396. 
87,500. 
295,974.70 
600,000.00 
51,907.91 
250,000.00 
"367 733.69 1 
607,733.69 


$15,811,792 .76 


























J. A. WALKER MADE 
PRESIDENT 





Heads Missouri Life and Accident to 
Succeed W. A. Johnston, Deceased 





MANY OTHER PROMOTIONS 
ANNOUNCED 


New Executive Was Secretary-Treasurer 
for Seventeen Years—H. G. Alewel, 
W. R. Martin, J. C. Jones and 
L. O. Hocker All Advance 
St. Lours, Mo., March 18.—J. A. Walker, for 
seventeen years secretary and treasurer of the 
Missouri Life and Accident Insurance Com- 
has been promoted to the presidency of 
the vacancy caused by 


pany, 
that organization to fil! 


the death of W. A. Johnston on January 28, 
last. 
Mr. Walker organized the Missouri Life and 


Accident Insurance Company with Mr. John- 
writing the first policy issued by 
company. Prior to coming to St. Louis 
was a traveling auditor for the Kentucky 
Health, Life Accident Insurance 
and is regarded as one of the lead- 


ston in 
the 
he 


1907, 


Central and 


Company, 


ing life, health and accident insurance men in 
the Middle West. H. G. Alewel, for the past 
five vears cashier for the company and prior 


to that its chief bookkeeper, advances to the 
position of secretary and treasurer. He was 
given that post as a reward for his long and 
faithful service with the company. 

Another strictly “civil service” advancement 
is the naming of W. R. Martin as vice-presi- 
dent and superintendent of agencies. He started 


with the company as agent in 1909, winning 


the 
district 


an 
bottom. In recent years 
the 
Jones,” 


his spurs at 


7 1 
ne has 


very 


been manager for com- 
“Jimmy as 
friends both in 


named vice- 


pany. James C. Jones, or 


he is better known to his many 


and out of insurance, was also 


president of the company at the recent election. 


lon O. Hooker was named general counsel for 


the company. 

Although President Walker’s plans have not 
matured to the point where he is: ready to make 
a formal announcement it is certain that the 
Missouri Life and Accident Insurance Company 
expand its operations and enter 
Heretofore it has confined it- 

health and accident insur- 
It now has $200,000 capital 


will shortly 
new 


self to writing life, 


territory. 


ance in Missouri. 
and $118,0co surplus and President Walker feels 


it is in fine shape to branch out. Its policies 
are combination protection, furnishing both 
health and accident with life insurance. 





Insures Baseball Star Under Endowment 
Plan 


INDIANAPOLIS, IND., March 15.—Charles W. 
Skelton, agent for the American Central Life 
Insurance Company of Indianapolis, with 
offices at Princeton, Ind., has just written up a 
large twenty-year endowment policy for Eddie 
star outfielder of the Cincinnati Reds. 
been in baseball more than 
and recently signed a contract 


Roush, 
Mr. 
twelve 


Roush has 


years, 


with the Cincinnati club for $17,000 a year. 
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NATIONAL LIFE INSURANCE COMPANY, MONTPELIER, VERMONT 


74th ANNUAL STATEMENT, YEAR ENDING DECEMBER 31, 1923 








INCOME 1923 


DISBURSEMENTS 1923 








. . $12,985,589 .01 
4,356,982 .65 


Premiums for Insurance. . 
Interest and Rents........... 
Considerations for Life Annui- 
779,151.47 
Considerations for Supplemen- 


bary Wominectis.. .......... 196,826.51 





Preath (lamms:. ... i. 2.5 -csn. $3,110,365 .33 
See ae ar ee 3,211,300. 23 
po 694,928 . 37 


Supplementary Contracts..... 100,543 . 54 
Matured Endowments........ 1,892,896.95 
Surrender Values............ 1,723,075 .62 














Dividends left with Company. . 108,195.40 Disability Claims. . eee 8,846.94 

All other Income............ 4,845. 54 Dividends left with Compa uny 36,745.35 

Total to Policyholders........ -10,778,702.33 

All other Disbursements...... 3,313,495 .35 

ree $18,431,590.58 erry $14,092,197.68 
ASSETS LIABILITIES 








Government, State and Munic- 
ipal Bonds at Market Value, 


re Ee er $29,274,863 .81 
(Par Value $29,602,891.31) 
Mortgages, First Liens....... 39,840,214 .03 
Policy Loans and Premium 
NS ee eines 13,854,253 .91 


1,285,082 .48 
848,432.77 


Real Estate, Book Value...... 
Cash in Banks and Office..... 
Interest and Rents Due and 








Se eee 2,311,849. 73 
Deferred and Unreported Pre 

Se ey ere 1,800,661 .42 
Due from Agents, (net).... 4,212.48 
NN 5 ee 89,219,570.63 
Non-admitted............... 7,245.35 
NE ska work ened $89,212,325.28 





Insurance, Annuity and All 
Other Reserves............ $77,305,345 .59 
Death Claims Reported, Proofs 


not Complete............. 88,068 . 93 
Death Claims Estimated to 

Exist but not Reported..... 150,000.00 
Endowments and Annuities in 

Process of Settlement...... 47,377 .89 
Death Claims Resisted....... 6,657 .00 
Contingent and Other Liabili- 

eer int A eet ho aks 185,472.22 
Taxes Payable in 1924....... 452,629.95 
Dividends Due and Unpaid... 136,585 .38 
Dividends Held and Accrued 

Interest thereon........... 343,739 .62 


Dividends Payable in 1924.... 3,746,041.77 





Deferred Dividends.......... 1,256,695 .89 
General Surplus........ *5,493,711.04 
ee $89,212,325.28 








*The General Surplus would be $5,926,265.60 if securities were valued on the Amortized 
basis as used in Massachusetts and New York. 


Increase of iesusance in Porec.........5.... 


Ge ea Oe EE ONE Fe 
‘* Paid-for New Insurance........... 
is CGT ATS. «ois bk eels 
ia ‘“ Payments to Policyholders......... 


Oe HLS ele a GeO 6 oe oe ee ee Rw whe An a ee ee 


De Aa ye need ieee eee $30,873,873 .71 


4,701,792 .14 
8,199,961 .32 
586,030.36 
958,483 . 86 


INSURANCE ACCOUNT 


Issued and revived in 1923 


18,087 Policies... 
In force December 31, 1923 154,096 Policies... 


eo a oe oe i oe re ee oe er see a 


ee re Insuring 


Insuring $ 60,299,450.72 
389,081,039. 11 


Rate of Income Earned on Mean Invested Assets 5.48% 
Call upon the Home Office for detailed statement 
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MISSOURI STATE LIFE 








Mid-Western Giant Records Large 
Strides in 1923 





NEARLY HALF-BILLION AT RISK 
Three Decades of Unusual Growth -Pro= 
gressive Management Encourages 
Agents 
In a period of less than thirty-two years the 
\lissourt, State Life Insurance Company of 
St. Louis has grown from a small enterprise to 
a leading place among the life insurance com 
panies of America. By the use of agency 
methods that assure co-operation between field 
representatives and home ottice officials, the 
Missouri State Life has successtully introduced 
and placed many policies containing liberal pro- 
tection features. [extra benefits to cover con 
tinvencies such as accidental death under cer- 
tain conditions are granted in many contracts. 
In addition to all forms of lite contracts with 
provisions covering disability, the company 
maintains a group insurance department which 

has shown remarkable growth. 
According to the 
issued, the Missour1 State Life now has 429 


annual statement just 
eroup contracts in force for a total of $38,173, 
ian of insurance. In addition to its life in 
surance policies, the company issues liberal acei 
poe pt res upon which a substantial business 
has been developed. 

During 1023 the Missouri State Life issued, 
revived and increased 38,505 policies for $155,- 
140,489, bringing the total insurance in force up 
to $475.735,008 represented by 172,016 policies, 
a gain during the year of more than 20,000 
policies for more than $o00,000,0c0 of insur- 
ance, indicating that the policies were well 
sold, as the gain represents about 60 per cent 
of the total new issues. 

On the financial side the Missouri State Life 
reported total income of $17,237,086, of which 

mums on life, disability fase double indem- 
nity henetits constituted $13,970,904. while the 
contributed $279,326. In 
terest and rents accounted for $2,645,316. Pay- 


accident department 


ments on ail accounts aggregated $11,575,087 
so that there was saved out of income nearly 
$6,000,000. 

The largest single class of disbursements 
obligations of 


was the payment on_ policy 


$5,213.450. In this connection it is interesting 
accidental death and disability 
benefits alone totaled $107,364. 

Total admitted assets were reported at $45.- 
989,946, more than half of which are repre- 
sented by well-selected investments in first 


loans on real estate. 


to note that 
; 
i 


mortgage 

Under the guidance of its present manage- 
ment headed by MM. FE. 
the Missouri State Life has made 


Singleton as president, 
merited 
Progress. \ssociated with him in guiding the 
company’s policy and affairs are W. Frank 
Carter, T. F. Lawrence and Frank ©. Hicks. 
vice-presidents: John J. Crowley and John J 
Moriarty, 2nd vice-presidents: Henry Reich- 
gott, 3rd vice-president; James J. Parks, 4th 
vice-president: F. H. Morgan, secretary; C. O. 
Shepherd, actuary, and J. Scott, comptroller. 


National Life’s Continued Progress 
The vear 1923 marked a continuation of the 
steady annual advance in strength and useful 
ness of the National Life Insurance Company 
of Montpelier, Vt. 
made by the company in the importa:t items of 


Substantial gains were 


assets, surplus and insurance in force, accom 
panied by the further benetits to policyholders 
ot reduced costs of insurance and liberalized 
policy forms. Last year the new paid-for busi 
ness of the National Life was $60,269,451, an 
increase of about $8,200,000, and it closed the 
vear with $389,051 039 of insurance in force 

a net gain of $30.873.874. The assets increased 


701,702, and iene $80,212,325 on 


by $4.701,7 
December 31, 1923, of which $39,810,214 are 
loaned on first mortgages ($38,290,342 on 
farm properties), while the sum of $29,274,864 
is represented by Government, State and muni- 


cipal bonds. Among the liabilities are the 


eserve, $77,305,346, and over $5,480,000 


bd a Mr 


policy 
if dividends for policyholders, in various 
funds, the sum of $3,746,042 being apportioned 
for payment in 1924. this being larger than 
ever betore apportioned for a single year. The 
general surplus, $5,493,711, increased $586,030 
in 1923, and would be much larger ‘i securities 
were valued on the amertized basis permissible 
in New York and Massachusetts. Premium re- 
ceipts increased $972,096 in 1023, and payments 
to policyholders ($10,778,702) increased $958, 


average of 5.43 


@ 2 


nvestments yielded an 
per cent on mean ledger assets, the inghest rate 
i return in a number of years. The company 
has adcpted a new dividend seale. which con 


siderably increases the annual disbursements 


for this account: it has adopted more liberal 
policy values, and has increased the limit on 
a single lite to $100,000, though by a rein- 


arrangement its net line remains the 


Ur ANCE 
same as heretofore. 
Such a satisfactory result of the vear's trans 


t 
actions is most gratifving to all friends of the 


company, including Its) 154,000 policyholders. 


The officers of this strong and 


popular old 


ompany, whose 74th annual statement gives 


evidence of its conservative, but progressive, 
methods, merit congratulation upon healthy 
erowth during many vears past. Tred A, 


[lowland is president of the National Life: 
Harry M Arthur B. 
I-dward 1). lield are its vice-presidents: Os- 


Cutler, Dr. Bisbee and 


man D. Clark is secretary: Clarence EF. 


Moulton is actuary, and William \W. Russell 


is treasurer. 
Philadelphia Life Makes Fine Gains 
Last vear was one of excellent progress with 
the ee Life Insurance Company of 
Philadelphia, Pa. 


in 1923 were te following: 


\monz the advatices made 
In assets, $832,137: 


$36,014: 


n policy reserve, $852,208; in surplus, 


n insurance in force, $2,206,861. As of De- 


cember 31, 1923, the company reports assets 
aggregating $09,695,334, of which the sum of 
$3,116,522 is invested in bonds: $3.627,050 is 
loaned on first mortgages, and $301,623 is in 
cash. The policy reserve, $8,370,229, con- 
stitutes the main liability, sek it is noticeable 
that $312,939 are reserved as dividends to the 


29 


credit of policyholders. After caring for all 
liabilities, there remains the sum of $811,597 
as surplus to policyholders, this amount includ- 
ing $560,320 of capital. The insurance in force 
at the end of last year was $66,611,099. From 
the foregoing it is manifest that the Phila- 
delphia Life had a very gratifying experience 
last year. Clifton Maloney is president; Jack- 
son Maloney is vice-president, and Frank G. 
t this pro- 


Combes is secretary and treasurer ¢ 


eressive company. 


Equitable of lowa to Move Soon 
March 17.—The 
Company of lowa 


DES NIOLNES, lowAa, 
I-quitable Life Insurance 
announces that it will take possession of its 
new building about the first of May. It will 
occupy the five upper floors of the big eighteen- 
story edifice. 

The Equitable plans on the complete removal 
of its offices with its 297 emplovees within 
seventy-two hours from the eight floors they 
Bankers Trust Company 
28 a general 


now occupy in the 


Building. On either May 21 or 


reception for the public will be given and officers 


of the Equitable plan te make it a community 
affair. The company announces that already 
85 per cent of the building has been rented. 
Assistant Actuary Needed 

One of the smaller Eastern life insurance 
companies is advertising. in this issue of THE 
actuary. <Ap- 
Actuarial 


SpecTaAtok, for an assistant 
plicants must be associates of the 


Society of America. 





A whale 


of a 
chance 


FEW Go-Getters who 
| know what great pos- 
{ sibilities there are in 
General Agency 
building and who 
wine the gumption to build 
Agencies of their own, have a 
whale of an opportunity to 
connect with a company that’s 
right, ina territory that’s right, 
under the right kind of a con- 
tract. 


Openings in: OHIO, PENN- 
SYLVANIA, WEST VIRGINIA, 
KENTUCKY, ILLINOIS, IN- 
DIANA, MICHIGAN. 





Address in confidence 


THE CLEVELAND LIFE 
INSURANCE COMPANY 


WM. H. HUNT, President 


Cleveland, Ohio. 
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MEASURES OF SERVICE 


THE NEW YORK LIFE INSURANCE COMPANY has over a 
THOUSAND MILLION DOLLARS 

in securities and valid credits. 

WHY IS THAT IMPORTANT? 


Chiefly because this immense sum is a measure of the service which the Company is 
to render to the public in the future. 

If it had no money it could render no service. No life insurance company becomes 
great without rendering great public service. THAT’S the law of life insurance. 


THE NEW YORK LIFE 











has over FOUR THOUSAND MILLIONS of insurance in force. —_ 
WHY IS THAT IMPORTANT? ” 
Chiefly because this is another measure of the Company’s service to the public. Stated Pres; 
differently, it means that it has contracted to pay, under certain definite conditions, Sp 


in which the policy-holders must do their part, over FOUR THOUSAND MILLION 
DOLLARS to its members. Ri 
addre 

THE NEW YORK LIFE the 
paid to, and on account of, policy-holders in 1923 over ONE HUNDRED AND SIX- Ky 
TY-FIVE MILLION DOLLARS and since organization has paid on that account over ve 


TWO BILLION DOLLARS. — 


WHY IS THAT IMPORTANT? Char 


yious 


Chiefly because this is the heart of the whole matter; this is the final measure of its onns 
service. the 


THE NEW YORK LIFE ment 


the « 


paid policy-holders in dividends in 1923 over FORTY-SIX MILLION DOLLARS. their 
WHY IS THAT IMPORTANT? pas 
Chiefly because those dividends reduced the agreed cost of insurance by so much. alma 
Dividends, so-called, are a measure of the economy with which a life company’s busi- spiri 
ness is managed. It’s ALL A QUESTION of service. life 
Unless a life insurance company renders service it will not grow; it will not deserve to < 
rte co 
THE ROAD TO A BILLION DOLLARS IN ASSETS IS PAVED WITH MILLIONS re 
OF SCIENTIFICALLY BENEFICENT ACTS. to b 
There is no charity anywhere in it. It is first a service in money. And then, too, bene 
it is a service in what may be called intangible values: In responsibility, in self-respect. whe 
in good citizenship, in obedience to the law, in integrity, in all the impulses that make Kid 
a man stand on his own two feet and do a man’s part. life 
I am not sure that the service rendered by this Company in seventy-nine years in in- wei 
tangible values has not been worth more to the public than its service in the two billion help 
dollars already accounted for and the billion dollars now on hand. Dr. 
We are still doing business and have room for more good policy-holders and for more Coll 


bers 
good agents. insu 


the 
icies 


NEW YORK LIFE INSURANCE COMPANY, 346 Broadway, N. Y. He 


DARWIN P. KINGSLEY, President fron 


hers 
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Licensed in Connecticut, Califor- 
nia, Colorado, Indiana, Illinois, 
Iowa, Idaho, Kansas, Minnesota, 
Missouri, Montana, Nevada, New 
Jersey, North Dakota, Ohio, Ore- 
gon, Pennsylvania, South Dakota, 
Utah, Washington and Wyoming. 


TRUE UNCAPHER 
Vice-Pres. and Gen. Mgr. 
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RICHMOND LIFE UNDERWRITERS 
MEET 
President of William and Mary College a 
Speaker—Life Insurance Suggested to 
Finance Education 

RicuMonb, VA., March 17.—A very unusual 
address on educational insurance was made at 
the March meeting of the Richmond Life 
Underwriters Association, held last Thursday 
at the Y. W. C. A. Auditorium, by Dr. J. A. 
C. Chandler, president of William and Mary 
College, Williamsburg, Virginia. While Dr. 
Chandler covered ground that had heen pre- 
brought out several 
He outlined briefly 
endow- 


viously transversed he 
new points of interest. 
carrying 
educating 


parents 
means of 


the desirability of 
ment insurance as a 
the children of students carrying insurance on 
their own lives when it is necessary for them 
to borrow money to complete their college edu- 
cation, of graduates of colleges endowing their 
alma maters through life insurance, and public- 
spirited men contributing to colleges through 
life insurance policies. 

Dr. Chandler said, among other things, that 
the student who is working his way through 
college is a constant source of annoyance to 
the faculty for the reason that exceptions have 
to be made to the college rules for his special 
benefit. He would like to see the time come 
when there would be no students who are work- 
ing their way through colleges. He _ helieves 
that if these students can be induced to carry 
life insurance, which will furnish them the 
necessary collateral to obtain loans, the self- 
help student will become a thing of the past. 
Dr. Smith explained the plan adopted by Smith 
College several years ago. live or six mem- 
bers of the graduating class were selected as 
insurance risks and the entire class was assessed 
the funds to pay the premiums on these pol- 
icies. Dr. Chandler is in favor of this plan. 
He says that it prevents individual students 
from lapsing their insurance. If several mem- 
hers become disinterested and wish to dis- 
continue their payments the assessments on the 
remainder are simply raised to the amount 


necessary to continue the policies in force. He 
said that one class of William and Mary each 
insured their lives for $250.00 (evidently on 
the industrial plan) for the benefit of William 
and Mary College, but that a number of these 
policies have lapsed, which, of course, was dis- 
advantageous to the college. 

At the conclusion of Dr. Chandler’s address, 
J. Frayser Kempson, editor of the Insurance 
Times, made a brief talk. Mr. Kempson is in 
Richmond for the purpose of 
It will be published in Richmond in 


enlarging his 
paper. 
the future. 

The following new members were elected: 
T. W.. Brockenbrough, Insurance 
Company; Hilton Central; 
Robert Bralle, Jr.. Sun Life of Canada, and 
Thomas H. Wilcox, Union Central. 


Travelers 


Evans, Union 


WESTERN UNION LIFE ENTERS NEW 
YORK 
Ralph K. Hubbard Elected Vice-President 
in Charge of Eastern Territory—Com- 
pany Plans Extensive Operations 
The Western Union Life 
pany of Spokane, Wash., has been licensed by 
the New York Insurance Department to trans- 
Coincident with this 


Insurance Com- 


act business in that State. 
announcement, the company signified its inten- 
tion of conducting active and comprehensive 
operations in New Jersey, Connecticut, Penn- 
sylvania, Ohio and Indiana also. 

Ralph K. Hubbard, one of the best known in- 
surance authorities and executives in the life 
insurance field, has been elected vice-president 
of the company and will have general supervi- 
sion over the Eastern territory. Mr. Hubbard 
is in every way qualified for the duties he now 
assumes. He began his insurance career in 
1883, under the tutelage of the late Sheppard 
Homans, the compiler of the American Ex- 
perience Table of Mortality, and later joined 
a New York company, with which he was con- 
nected for twenty-six lor the past 
twelve years, he has served as chief statisti- 


years. 


cian of a prominent organization and latterly 
became its vice-president. 
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True Uncapher, vice-president and general 
manager of the Western Union Life, in con- 
firming the news of Mr. Hubbard’s election, 
made the following statement: 

We prevailed upon Mr. Hubbard to become 
affliated with us and to direct our work in 
the East because we consider him eminently 
fitted and qualified by reason of his knowledge, 
his experience, his temperament, his ideals and 
his familiarity with local conditions to worthily 
and effectively represent our company in the 
eastern territory. While we shall aggressively 
develop our business and persistently endeavor 
to familiarize the eastern public with the fea- 
tures of our policy contracts, we are, above all, 
concerned with laying a foundation of favorable 
impressions of our standards. 

Several years ago, the Western Union Life 
initiated plans involving the elimination of the 
high commission agency contracts usual to 
younger companies, and voluntarily instituted 
changes in its agency contracts to bring them 
within the strict requirements of Section 97 of 
the New York Insurance Law. 

On December 31, 1922, the company valued 
all of its business then in force on the select 
and ultimate basis. The reserve ou all busi- 
ness written since that date is computed upon 
the American Experience Table, three and one- 
half per cent full level premium method. In 
discussing the expediency of the then new 
plan, R. L. Rutter, president of the company, 
said: 

Not for one minute did my associates or 
myself doubt the wisdom of Mr. Uncapher’s 
plan or have the slightest concern as to the 
outcome. He had satisfied us that his plans 
were sound and wise. We were convinced of 
his ability to put them into successful execu- 
tion. 








Help Wanted 


Assistant in actuarial department of 
one of smaller eastern companies. Must 
be at least an Associate of A.S. A. Write 
giving details to ‘‘Equator,’”’ care THE 
SPECTATOR, Box 1117, City Hall Station, 
New York. 
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Agents Fear Fixation of Commissions 
(Continued from page 3) 


receive, differential commissions in the same 
agencies. : 

“He pointed out that the real power of the 
National Association lies in the strength of the 
local boards, now enhanced by the action ot 
the Western Union and the Western Insurance 
Bureau. He urged State 
strongly the organization of local boards, in 


officers to push 
order that the strength of the National Asso 
ciation might be increased. 

Mr. Moffatt stated that he did not believe 
that it is proper for companies to offer bonuses 
and trips for artificial volumes of business. 

“T do not believe,” said Mr. Moffatt, “that 
the expense ratio in the fire insurance business 
is too high.” He further stated that 
agents are not cheap, and cheap agents are no 


‘ 


‘good 


good.” 

He referred to the charge which has been 
made that the agents inspired the Wells’ reso- 
lution. He said that such a charge “was a 
libel on Mr. Wells, and an insult to our intelli- 
gence.” He pointed out that the association 
had on several occasions told the commissioners 
that they had no business interfering in matters 
of contract between the companies and the 
agents. He stated that the Chicago mandate of 
the committee of the National Convention of 
Insurance Commissioners was as much of a 
surprise to the officers of the association as it 
was to anyone else. 

Mr. Moffatt said that the original proposition 
of the commissioners included a scale of com- 
missions lower than any now in force any- 
where in the United States. He said that in 
preventing the issuance of a mandate including 
such a scale, the National Association justified 
its existence, if it never had before. 


Discussion STARTS ON REGIONAL MEETINGS 

A momentary silence preceded the opening 
of the discussion on the subject of regional 
meetings. Frank L. Gardner, president of the 
New York Association, was the first speaker. 
He pointed out the necessity of them in in- 
teresting the smaller local agents, who can ill 
afford to cross the State for annual meetings, 
and surely will not until something has been 
done to make them appreciate the nature of 
He pointed out that the or- 
ganizations of insurance clubs of loose by-laws 
in towns where local boards are nct feasible, 
do much to promote general understanding, as 
well as being a considerable aid to the legisla- 
tive work of the State association. 

President Biddle of Pennsylvania spoke for 
a few moments. He said that the officers there 
have found it necessary to find an excuse for 
regional meetings. They found it in Henry 
Swift Ives of the Casualty Information Clearing 
House, and as a result they have had three or 
four very successful meetings at various points 
in the State. 


such meetings. 


Tue WESTERN SITUATION 


Fred J. Cox, former president cf the Na- 
tional Association, suggested that the excellent 
attendance at this meeting made it pertinent to 
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discuss the Union-Bureau controversy before 
the attendance should drop off, 1f by any chance 
it should. 

Mr. Oppenheimer of Kansas Cits opened up 
the question of excepted cities, by suggesting 
that the executive committee be empowered 
to conduct a survey for the purpose ¢f arriving 
at a scale of commissions which would take 
into account all large cities where high office 
expenses prevail, instead of picking out a few 
“excepted cities,” as is now the case 

Mr. Ware of Minnesota supported the sug- 
gestion, and said it was his understanding that 
the companies would support such a 


He said that such a survey should be a joint 


survey. 
survey, conducted by the National Association 
National 

National Conven- 


of Insurance Agents, the Board otf 
lire Underwriters and the 
tion of Insurance Commissioners. 

Mr. Gardner was of the opinion that the 


association should not take any move which 


FRANK R. BELL 


Association of Insurance 


Agents 


President, National 


would seem to support the right of the insur- 
ance commissioners to fix commissions. 

H. F. Kleinefelten of 
much in earnest in urging a resolution which 


saltimore was very 


would put the association flatly on record as 


against any interference from the insurance 


comunissioners in the matter of commissions. 


ComMisston Discuss1oN CONTINUED IN 
AFTERNOON 

T. E. Braniff, Oklahoma City, at the after- 
noon session, made some observations upon the 
Western Union situation, for the purpose, he 
said, of bringing the discussion back to that 
subject. He spoke of the competition in rates 
which occurred prior to the adoption of the 
conference agreement in the West, and how its 
promulgation effected many reforms now ac- 
cepted as a matter of course. He _ traced 
through the development of irritating events 
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which led up to the abrogation of the agree- 
ment at the 
stated that he 


upon the action at 


Unicon meeting at Montreal. Ile 
believed that those who deter- 
mined Montreal had no 
conception of what the result would be. He 
spoke of the conditions of the agreement under 
which the agents for many years developed 
their businesses and built up their incomes. 
He said that he helieved that any 
tion of the pledge of the companies implied in 


viola- 


the agreement, was in effect a violation of the 
rights of the agents and ought to be resisted. 

He called attention to the fact that the Union 
companies had dissolved the agreement on the 
theory that certain of the Bureau companies 
had violated its provisions. He said that in 
view of his experience, which he spoke of as 
heing wide and lengthy, he believeé such a 
charge to be largely propaganda. 

In conclusion, he said that the natural pride 
of the company organizations would prohibit 
any agreement which would mean a decided 
He said that the agents 
would do well to consider that fact in making 
any further peace moves. 


victory for either side. 


REPRESENTATIVE UNDERHILL A SPEAKER 

Underhill of Massachusetts, 
sponsor of the Underhill bill for workmen’s 
compensation in the District of Cclumbia, re- 
ceived an ovation when led to the platform by 
former President Fred Cox. He was intro- 
duced (for reasons unknown) by E. M. Allen, 
also a former president of the association. Mr. 
Underhill spoke at some length upon the po- 
litical situation which exists in respect to work- 
District of Co- 


Representative 


men’s compensation in the 
lumbia. 

At the finish of his talk he was again given 
an ovation and a rising vote of thanks. It 
hecame evident that Congressmen will receive 
many visits from insurance men relative to the 
Fitzgerald bill. 


INTRODUCES PRESIDENT MILLER 


Mr. Bell took occasion to introduce C. R. 
Miller, newly elected president of the Fidelity 
and Deposit Company, who spoke for a few 
moments upon contractual relationships. He 
analyzed what he called the legislative function, 
drawing the conclusion that it does not in- 
clude giving authority to commissioners to 
interfere with private matters. He pointed out 
that if the legislatures have authority to fix 
commissions, they have authority also to fix 
the disposal of the entire premium. 

Mr. Allen pointed out that the proposal to 
take a stand against the fixing of commissions 
might not help any, and that in discussing that 
phase of the siutation the meeting was getting 
away from the real desire of the association, 
He deprecated any 
move to change commissions. 

Col. Walker Taylor of North Carolina ex- 
pressed the opinion that the agents are as much 
to blame as any for the introduction of sepa- 
ration by themselves excepting commissions of 
different grades in their own offices. Further- 
more, he pointed out, in contradiction to Mr. 
Allen, that the agents have perfect justifica- 


which is to secure peace. 
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lave phone privacy 


—free trial offer 
makes Hush-a-phone 
available to all 

business men— 





Hundreds of business men have told us of losses of contracts, customers and even 
friends that they could trace directly to ‘‘leaks” of valuable information through 
unguarded telephone conversations. Such leaks with their resulting losses are inevi- 
table unless some safeguard is provided that will insure the privacy of telephone 
conversation. 


There are two ways to get telephone privacy when there are persons in the same room 
or office with you. One way is to make an embarrassing apology while you run around 
looking for an isolated ’phone. or shut yourself up into a stuffy booth. The other way 
is to sit right at your desk and talk in your natural tone of voice into the Hush-A-Phone 
—a voice silencer that slips on or off your ’phone at will and renders your conversation 
inaudible to persons only a few feet from you. 


Thousands of bankers and prominent business men have adopted the Hush-A-Phone 
as a protection against “‘leaks.”’ It assures absolute voice privacy at your own ‘phone. 
It spares you the embarrassment of side-stepping important calls when there are 
visitors at your desk. It insures you against the danger of careless gossip of friends 
as well as against the intentional eavesdropping of the malicious. At the same time, 
it makes for a clearer wire by keeping outside noises out of the transmitter and pro- 
motes office quiet by making the speaker’s voice inaudible to other workers. 


We invite you to try the Hush-A-Phone—without cost—on your own phone. Read 


Our free trial offer 


We have received so many orders from bankers and business men who are now en- 
thusiastic users and endorsers of the Hush-A-Phone that we are convinced that thou- 
sands of others would become “‘sold”’ if they had an opportunity to try the Hush-A- 
Phone out for themselves and see what a real necessity it is in modern business. We 
will send you the Hush-A-Phone for five days’ free trial. At the end of that time you 
can send us your check or return the instrument to us postpaid. All that you need 
do now is to fill in the coupon below and mail it to us attached to your letterhead. 
We will ship you the Hush-A-Phone by return mail. 


Mail this coupon for trial order 


@eEeoeaemeeeeeee ee eB eee! eee es Sst este eee ee eee ae ee es ee Ss es ee 
HUSH-A-PHONE CORP. 
Room 1324-—19 Madison Ave., New York City 
Gentlemen: 
You may send me .......Hush-A-Phones on approval for five days. At the end of five days 
we agree to return them to you postage paid or to remit $10.00 for every one not returned. 
Name of firm 
Name of individual 


Address 


City State 























THE ESSENCE OF 
LIFE INSURANCE 


By William Breiby, F.A.S, 


Associated with the firm of Fackler 
and Fackler, Consulting Actuaries, 
of New York City, one of the oldest 
and best known actuarial firms in 
the United States. 


Basic Principles Clearly Explained. 
Only a Knowledge of Simple Arith- 
metic is Needed to Understand 
Demonstrations. 


This Valuable New Book Contains 
Definitions of Commonly Used 
Words and Phrases, and Chapters 
Devoted to 


THE FUNCTIONS OF LIFE INSUR- 
ANCE AND HOW PROVIDED; 

KINDS OF LIFE INSURANCE POLI- 
CIES; BASIC PRINCIPLES; CALCU- 
LATION OF NET PREMIUMS AND 
RESERVES; PRACTICAL OPERAT- 
ING FUNCTIONS; LEGAL RESER- 
VES OTHER THAN FULL NET 
PREMIUM RESERVES; LIFE _ IN- 
SURANCE POLICIES; ADDITIONAL 
BENEFITS; OTHER EXTENSIONS 
OF SERVICES; COMMENTS ON 
CERTAIN FEATURES OF THE BUSI- 
NESS; MORTALITY TABLES AND 
FUNCTIONS DERIVED THERE- 
FROM; HINTS TO AGENTS. ALSO 
NUMEROUS TABLES. 


PRICE, in Cloth Binding $3. 


Discounts on quantity orders 


THE SPECTATOR COMPANY 


Publishers 
CHICAGO NEW YORK 





os = =~ —_—_——SS—_—_—_——_———— 
IN PRESS 














Ma 


— 
=—— 


tion 
ende 
coun 
A 
Tay 
wre 
it ha 
were 
fore 
M 
30a! 
busi! 
impr 
that 
it lo 
the | 
cuss! 
and 
of tl 
A 
exec 
past 
Virg 
Ve 
meet 
Spen 
and 
Gall 
nent 
Sulli 
Insu: 
With 
Insu 


Com 


M. 
jour 
ing 1 
factu 
whicl 
more 
quire 
surar 
a res 
for 1 
rangi 

Co 
panie 
quire 
a fe 
also 
whicl 


¢ 
Th 
brane 
at He 
action 
busin 
well 
such » 
the a 
ments 
condi 
dling 
The 
is un 
H. F 
of th 


S. 
ckler 


aries, 
Idest 
iS in 


ned, 
rith- 
‘and 


2ins 
sed 
ters 





se 





March 20, 1924 


Fire Insurance 





THE SPECTATOR 














ooo —_— 


tion in working for a commission survey and 
endeavoring to arrive at a fair basis for 
countrywide application. 

A. W. Mills of Arkansas, in support of Col 
Taylor, said that the separation issue had 
wrecked the Arkansas organization, and that 
+ had been discovered that many members there 
were violating the commission agreement in 
force in that State. 

Mr. Brearley, formerly of the National 
Board, pointed out that while the insurance 
business is vested with public interest, the 
impression should not he allowed to get abroad 
that the commissioners are the oniy men in 
it looking after public interest. He developed 
the point that situations such as that under dis- 
cussion gave the public a bad impression, 
and consequently work against private conduct 
of the business and toward public interference. 

A rising vote of thanks to the officers and 
executive committee for their work during the 
past six months was offered by Mr. Dobie of 
Virginia, and met with instant response. 

Very few company men were present at this 
meeting, Charles R. Miller, president, and 
Spencer Welton, vice-president, of the Fidelity 
and Deposit Company, were there; Vincent L. 
Gallagher, assistant secretary of the Conti- 
nental Insurance Comany of New York; E. L. 
Sullivan, advertising manager of the Home 
Insurance Company of New York, and Stanley 
Withe, publicity manager of the A‘tna Life 
Insurance Compatiy, about completed the list. 


Company Neglected License Fees, Lumber 
Firms Are Penalized 

Mapison, Wis., March 17.—A total of fifty- 

jour lumber companies in the State are carry- 

ing insurance with the National Lumber Manu- 

facturers Inter-Insurance Chicago, 

which has transacted business in the State for 


Exchange, 


more than five vears without paying the re- 
quired license fees, W. Stanley Smith, State In- 
surance Commissioner, announced to-day. As 
a result, each of the insured concerns is liable 
for the tax on their insurance, plus penalties 
ranging up to 60 per cent. 

Commissioner Smith, in letters to the com- 
panies, to-day demanded that they pay the re- 
quired fees. The license fee is 2 per cent, plus 
a fee for fire protection in cities. There is 
also a penalty of 1 per cent a month during 
which the fee was unpaid. 


Caledonian’s United States Branch 
The present home office of the United States 
branch of the Caledonian Insurance Company 
at Hartford is admirably situated for the trans- 
action of both outside and inter-departmental 
business. The rooms themselves are sunny and 
well ventilated and interior arrangements are 
such that a minimum of time is lost in handling 
the affairs of the company. Many improve- 
ments have been made with regard to working 
conditions of employees and the task of han- 
dling the various lines is proceeding smoothly. 
The United States branch of the Caledonian 
's under the supervision of manager Charles 
H. Post, who has been responsible for much 

ot the company’s success in this country. 


FIRE UNDERWRITING 
PROFITS 


E. G. Richards Treats Subject in New 
Booklet 





LINKED WITH RATE MAKING 
Relationship Between Underwriting Profits 
and Experience Rating Is Dealt With 

Ellis G. formerly United States 
manager of the North British and Mercantile 
Insurance Company of London, and president 
of its affiliated American companies , and who 
has also served the fire insurance business as 
president of the National Board of Fire Un- 
derwriters, has prepared a treatise entitled 
Fire Underwriting Profits as Related to Ex- 
perience Rate-Making. This pamphlet is got- 
ten out as a supplement to the chapter upon 
Profits—-A National Question, 
included in the revised edition of his book, 
The Experience Grading and Rating Schedule. 

In this valuable new contribution to the 
literature of fire insurance rating, Mr. Richards 


Richards, 


Underwriting 


analyzes the experience of the fire insurance 
business for the twenty-two years, I90I-1922, 
inclusive, first making computations by five- 
year periods, with 1921 and 1922 as a separate 
period, and then summarizing the results for 
the entire twenty-two years. 

A feature which is emphasized by Mr. Rich- 
ards is the while the underwriting profit or 
loss can hardly ever be correctly computed 
many periods 
covered by such computation are still in force 
The unearned 


policies written during the 
at the end of any given period. 
premium, he contends, is uore than a sufficient 
charge against the unexpired business, because 
fire-loss cost is, particularly, the one liability 
to which unearned premiums are subject, the 
expense of acquiring the business, etc., having 
already been paid. Herice, he argues that this 
is equivalent to charging 100 per cent ratio for 
expense upon all 
calculations 


losses and miscellaneous 


outstanding policies, whereas his 
show that 55 per cent of the unearned premium 
reserve is, on an average, sufficient to care for 
the outgo on outstanding business. 

Mr. Richards’ pamphlet, including his tabu- 
lations of twenty-two years’ experience and a 
diagram hased thereon, is a lucid argument 
setting forth his views on the subject of calcu- 
lating fire underwriting profits and their re- 
lationship to rate-making, and will be read with 
interest by all students of the fire in- 
surance The pamphlet sells at $1 
per copy, and is also bound in with the latest 
edition of Mr. book, The 
Experience Grading and Rate Schedule, which 


much 
business. 
revised Richards’ 
sells at $4 per copy, and may be obtained from 
The Spectator Company, sole selling agents 


for the insurance world. 





Will Deny Renewal of Licenses to Those 
Who Are Not Bona Fide Agents 
\ustin, Tex., March 17—Commissioner of 
Insurance John M. Scott of Texas has clari- 
fied the insurance situation at Dallas and other 
Texas cities without having to resort to dras- 


ao 


tic action, and as a result the days of “boot- 
legging” fire insurance in this State will soon 
be a thing of the past. 
This was accomplished 
Scott by the simple expediency of refusing to 
issue new insurance agents’ licenses to persons 
insurance agents. 


by Commissioner 


unless they are bona fide 
Licenses of about 75,000 fire insuratice agents 
operating in Texas expired on March 1, and 
before renewing a license the commissioner first 
satisfied himself that the applicant was a real 
insurance agent and not an employee of a bank 
or lumber company writing fire insurance as a 
side line. 

Commissioner Scott has a corps of inspectors 
in the leading cities of the State who are de- 
voting their energies exclusively to checking 
up on all applicants for license or renewal of 
license to sell fire insurance in the State. As a 
result, so far the commissioner has refused to 
renew over 400 licenses to persons who have 
heretofore been selling fire insurance as a side 
line. The practice of side-line insurance agents 
is not confined only to Dallas, but there are 
quite a number in San Antonio, Houston, Fort 
Worth and other cities. 

The general agencies are 
every possible way, Commissioner Scott said, 
in weeding out those persons who are not full- 


co-operating in 


time insurance agents and who have keen writ- 
ing fire insurance as a means of picking up 
some extra money. Commissioner Scott be- 
lieves that by the elimination of this pernicious 
practice, which has damaged the insurance busi- 
ness generally in the State, it will soon be 
possible to reduce the fire waste in Texas. 
Firemens Capital to Be Increased 
By the transfer of $750,000 from surplus to 
capital, the Firemens of Newark will soon in- 
crease its capital to $3,000,000. After the 
transfer, the net surplus will exceed $3,600,000. 
This company is making excellent progress and 
is building up a substantial business. 
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INSURANCE COMPANY 
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Head Office. 45 John St., New York I 


J. A. KELSEY, - - President 


| GEORGE Z. DAY, - Secretary 





Statement December 31, 1923 


Capital........... $1,000,000.00 | 
| Premium Reserve.. 304,515.82 | 
| Other Liabilities... 42,370.00 | 
| Net Surplus... .. 1,083,573.96 | 
| 2,430,459.78 





| Total Assets....... 














SPECTATOR 














Union Central Building 


Ten Thousand Leads in One Month 


“It is the cooperation which I have had from the Union 
Central and its Officers that binds and ties me to the 
Company.” 


This is only one of the many expressions of ap- 
preciation from our Agents—10,000 leads in one month 
were furnished from one circular alone—Such ‘“Team- 
work”’ insures success to Union Central Agents. 


For Agency relations write the Home Office 


The Union Central Life Insurance Co. 
Cincinnati, Ohio. 


| 








| {HHH {i 
Wii 


HI 


Ti 





Se, 


Double the Business 


ATT, 


with less than 


A Quarter of the Salesmen 


TTT: 


A review of the decade in which this has 
been accomplished shows: 


1. Increasing income to 


the salesman. 


2. Decreasing cost to the 
buyer. 


3. Dividend Increases in 
each of the last three 
years. 


4. More co-operation with 
our salesmen than ever 
before through 
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Careful Selection Required Training 


Scientific Supervision 


National Advertising 


Direct-by-mail Advertising = 


PHOENIX MUTUAL | 


LIFE INSURANCE COMPANY : 
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INCORPORATED 1871 


Life Insurance Company of Virginia 


RICHMOND, VIRGINIA 


Issues the most liberal forms of ORDINARY | 
Policies from $1,000.00 to $50,000.00, 
with premiums payable annually, semi-annual- 
ly or quarterly, and 
INDUSTRIAL Policies from $12.50 to $1,000.00, 
with premiums payable weekly. 


CONDITION ON DECEMBER 31, 1923. 
ABER EY odie s tessa choirs CRE OT ee $36,916,613 .75 


MO AESEREE NES oo. iran sucziets ie See 32,373,207 .24 
CapitalanG Sunplisic sc... as « vcadecie cen e ater 4,543, 406.51 
INSUFANCE INP OLCE:. 6:66 50a oss ccs ceacownoner 255,168,568 .00 


2,696,034 .43 


Total Payments to Policyholders since Organiza- 


UVTI TT 





| 2 1 EARS Rg ee i ro Sa arta ie OMe PAD, BS. eS $32,747,895 .35 
JOHN G. WALKER, President 
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WEST VIRGINIA FIRE UNDERWRITERS 
MEET 
Uphold Rule Requiring Assured’s State- 
of Values—Officers Elected for 
New Terms 


ment 


At the annual meeting of the West Virginia 
Fire Underwriters Association, held recently 
at the Bellevue-Stratford Hotel, Philadelphia, 
it was decided not to abrogate the rule requir- 
ing the assured to make a sworn statement of 
values involved in order to obtain blanket poli- 
cies. The decision to uphold this rule was 
passed by an overwhelming majority and was 
most gratifying to many of the members pres- 
ent who afterward expressed their approval. 
\ number of local agents sponsored the bill 
and did their utmost to have it repealed, but 
the measure was so successfully defeated that 
there seems small hope of it ever again being 
submitted. 

The question of violations by certain com 
panies of the rules and regulations of the asso 
ciation was brought up for consideration, and 
the officials of the responsible companies prom- 
ised that such outstanding policies as did not 
conform would be speedily withdrawn or re 
written. The action taken at the meeting spells 
much for the willingness of the various com- 
panies to comply with underwriters’ laws. 
Officers were elected as follows: President, 
Jenjamin C. Carpenter, Wheeling, State agent 
of the New York Underwriters Agency; vice- 
president, F. W. Shirer, Wheeling, State agent, 
Springfield Fire and Marine; secretary-treas- 
urer, A. S. Whiteley, Wheeling. Mr. Whiteley 
was re-elected for the 15th consecutive term. 
New members of the executive committee 
elected were: FE. P. Douglas, Fidelity-Phenix ; 
Arthur F. Herman, Heme: F. W. Brundick, 
Jr., Continental; A. J. Ruth, Fire Association: 
Fred Hoelscher, Atlas. Members of the execu- 
tive committee re-elected were: H. G. Loud, 
Commercial Union; Howard B. White, Ameri- 
can Central, and A. C. Trammell, Queen. 


Holds Meeting on Suggested Fire Insurance 
Measure 

Representatives of fire and casualty organ- 
izations, of the agents’ association, and of the 
New York and Brooklyn brokerage groups, at- 
tended a meeting presided over by State Super- 
intendent of Insurance Francis R. Stoddard, 
Jr, in New York city last Tuesday. The gath- 
ering was for the purpose of holding a hearing 
on a proposed measure which included an 
amendment regarding commissions and agency 
limitations. Considerable opposition had de- 
veloped in regard to this prior to the meeting, 
but this disappeared when Superintendent Stod- 
dard indicated his intention to leave it out of 
the final text. 

The main argument then was directed at the 
Suggested amendment to section 141, New York 
insurance law, which attempted to nullify the 
decisions of the Underwriters Laboratories, 
Chicago, regarding the fitness of fire protection 
devices, The amendment would place the cost 
of testing such protective devices directly upon 
the companies instead of upon the manufac- 
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turer. After both sides had presented their 
opinions, Superintendent Stoddard finally an- 
nounced that he would go before the legislative 
committee and request an adjournment of one 
week, so as to permit the parties t» come to 
some agreement regarding the interpretation of 
the amendment proposed. 

CHESTER C. PATTON APPOINTED 
Becomes Omaha Branch Manager of Un- 

derwriters Adjusting Company 

General \Mlanager Rich of the Underwriters 
Adjusting Company, Chicago, announces a 
change at the Omaha branch in the appointment 
of Chester C. Patton, formerly staff adjuster 
at the Fort Wayne, Ind., branch, who now be- 
comes manager at the Omaha office, succeeding 
J. FF. Simmons, who becomes assistant to Man- 
ager C. W. Seanor at Minneapolis. Mr. Sim- 
mons’ home was formerly in Minneapolis, and 
for that reason he asked to be transferred to 
the Minneapolis field. 

Mr. Patton is an adjuster of wide experience, 
has made an enviable record in the Indiana 
field, and is highly regarded by company man- 
agers, field men and agents. The Under- 
writers Adjusting Company now has a total of 
twenty-six offices, and reports a marked in- 
crease in assignments throughout the territory 
in which it operates. 

Standard of New York in Strong Condition 

That the Standard Insurance Company of 
New York has met with success in its tirst 
complete fiscal year of operation is obvious 
from its financial statement for 1923. The 
Standard shares the excellent reputation of its 
affiliate, the Tokio Marine and Fire. Both the 
Standard and the United States branch of the 
Tokio have made sound and _ uninterrupted 
progress under the careful underwriting judg- 
ment of J. A. Kelsey, president of the Stand- 
ard and United States manager of the Tokio. 
The Standard’s figures for 1923 show a partic- 
ularly low ratio of losses and a substantially 
increased reserve for reinsurance. It closed 
the year 1923 with $2.430,460 of assets, and a 
surplus as to policyholders of $2,083,574, in- 
cluding $1,000,000 capital. 


Farmers Mutual Fire Had Good Year 

INDIANAPOLIS, INp., March 15.—An increase 
of more than $300,000 in the amount of poli- 
cies in effect now over the total of a year ago 
was reported to the stockholders of the Farm- 
ers Mutual Fire Insurance Company of Shelby 
and Johnson counties, Ind., at a meeting held 
recently. 

D. I. Shelton was elected president of the 
organization at the meeting. John Clark of 
Johnson county was re-elected secretary, an 
office which he has held for several years. Wil- 
liam M. Huffman of Shelbyville was re-elected 
treasurer. 

The report of Mr. Clark, the secretary, 
showed that the amount of insurance in force 
March 1, 1924, was $9,145,794, while the amount 
in force March 1, 1923, was $8,763,771, an in- 
crease of $382,023 in the business for the year. 
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Philadelphia Life Insurance Company 


EIGHTEENTH ANNUAL REPORT TO THE INSURANCE DEPARTMENT OF THE 
STATE OF PENNSYLVANIA 


BALANCE SHEET, December 31, 1923 


ASSETS 

Investments in Municipal and General Bonds. . . $3,116,521 .88 
Mortgages on Real Estate, First Liens......... 3,627,950 .00 
Deposited in Banks and Trust Companies at In- 

terest, and Cash on Hand at Home Office..... 301,622 .82 
Loans to Policyholders..... Sette eee ate 1,796,867 .74 
Premium Notes on Policies in Fe PRISE Meek ae obs 67,721.58 
Premiums Due and Uncollected and Deferred 

Premiums, Less Loading...... Be i ae $8,829 .54 
Interest Accrued..... sa . 12,312 :00 
Real Estate......... ... §23,508.56 


$9,695,334 .12 


STATEMENT 

Insurance in Force (Paid for) eR. ae .. .$66,611,699 .00 
Increase in Insurance in Force............ oe 2'206,861 . 00 
Admitted Assets......... Bee ne okay 9,695,334 .12 
Increase in Assets... . Sa ft Aor $32,137 .49 
Reserve to Polieyholders............5........ 8,370,228 .84 
Dividends to Credit of Policy holders... . oe 312,939 .00 
Dividends Paid Policyholders in 1923........ 150,222 .45 
Death and Disability Losses Paid in 1923...... 621,618 .74 
Matured Endowments Paid. Seer 8,179 .00 
Total Paid Policyholders and Held for their 

CYS foe eee eae ... 17,259,465 .96 
Surplus to Policyholders. .. 811,596 .91 
Increase in Surplus....... 36,013 .79 


LIABILITIES 
New Present Value of All Policies in Force on De- 
cember 31, 1923, as Computed by the Insurance 
Department of Pennsylvania, on the American 
Experience Table of Mortality, with 31% per 


cent. Interest. . : Lene 0 6 es > oe ASR OLS BA 
Claims in Process of Adjustment. Lares peace Serta ares 100,835 .18 
Dividends to the Credit of Policyholders....... 312,939.00 
Premiums and Interest Paid in Advance........ 49,809 .52 
PARCSHAGCCHICEs 6 55.5 ccc ocd eres bow ob a we Os 38,577 .73 
Miscellaneous Liabilities.................... 5 11,346 .94 
Capital Stock. ......... Se: -saeeses @OUS20.00 
Unassigned Funds (Surplus) Sra ee ee 251,276 .91 


$9,695,334 .12 


OFFICERS 
Clifton Maloney. President. 
Jackson Maloney Vice-President. 
Frank G. Combes. Secretary and Treasurer. 
Ernest M. Blehl. F. A.S. A. I. A.. Actuary. 
Samuel W. Gadd. M. D.. Medical Director. 
A. M. Hopkins Manager of Agencies. 
Theodore C. Knapp Assistant Treasurer. 


Duane Morris & Heckscher General Counsel. 























On the one hand--- 


there’s the life agent whose initial equipment consists 
of the proverbial “‘rate-book, set of supplies, and a 
God-bless-you.”’ 


Then there’s the Peoria Life man. He is first 
given a thorough course of instruction in Insurance 
and the theory and practice of Salesmanship. 
Then he has policy contracts that embody every 
attractive feature of modern life insurance. He re- 
ceives a liberal commission on the business he 
writes. An experienced Home Office representa- 
tive gives him personal training and help—not only 
at the outset, but continuously and at frequent 
intervals thereafter. He knows that he is working 
with one of the country’s most progressive and 
rapidly growing legal reserve companies, and that 
the many desirable openings created by its constant 
expansion are filled from its own agency ranks. 


Is it surprising that Peoria Life men are 


happy and successful? 


Peoria Life Insurance Company 


PEORIA, ILLINOIS 














TC 
T 


amoinonimmnn 
dialii 


nm 
7 














Did You 
Increase Your Income 


by JF, Of last year? 


—that is the record hung up by some 
National Life salesmen. 


You should participate in the new record 
they are going to make during 1924. 


If you are not satisfied with the size of your 
commissions now, get into touch with us at 
















once. We have a line of popular policies 
LE for which our salesmen are finding a ready = 
: sale. Good men are wanted in efi 
Ef 
E Arkansas, California, Colorado, Idaho, IIli- Sh 
nois, Indiana, Iowa, Kansas, Kentucky, eB E 
Michigan, Missouri, Nebraska, New Mexico, BE 
Oklahoma, Pennsylvania, South Dakota, ElF 
Texas, Wyoming. AEE 
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ERECTS OWN BUILDING 





Insurance Company of North America 
Will Occupy Nine Floors in Com- 
pleted Structure 


TO HOUSE NEW HOME OFFICE 





Organization Plans Removal After More 
Than Forty Years at Present Loca- 
tion—Financial Record Shows 
Consistent Progress in Lines 
Written 
The Insurance Company of North America, 
Philadelphia, has completed plans for the erec- 
tion of a new home office building at 16th and 
Arch streets, Philadelphia, and work on the 
sixteen-story structure will begin at once. The 
new building will be Georgian-Colonial in style, 
the skeleton steel frame covered by light granite 
for the first three stories, with red brick and 
Stewardson & Page 
The build- 
The 


will 


white limestone above. 
of Philadelphia are the architects. 
ing will be completed in eighteen months. 
Insurance North America 
occupy nine floors—the first floor, first and sec- 


Company of 


ond mezzanines, and the eleventh to sixteenth 


floors inclusive. The remaining office space will 


be rented. A transverse corridor with entrances 
from two streets leads directly to the main 
The 


position 


elevators for tenants of the rented floors. 


building fronts on three streets, a 


which makes possible a floor plan by which 
courts and areas are avoided and every office 
provided with a street outlook and direct out- 
side light. Central hall on the first 


a room 79 by 109, entirely free of pillars and 


floor, is 


supporting columns. 

lew office buildings provide an uninterrupted 
floor space of such dimensions on the lower 
On the twelfth floor, the 


floor, a spacious waiting room will be arranged 


floors. executive 
as a record hall, where relics, documents, por- 
traits and other memertoes of the company’s 
history will form an interesting and instruc- 
tive display. When it is remembered that this 
is the oldest American fire and marine insur- 
ance company, dating back to the earliest days 
of American national life, it will be seen that 
this record hall will be, in effect, a valuable 
museum of authentic American history. Other 
floors will contain rest kitchens and 
dining rooms for North America executives and 
employees and a completely equipped infirmary 
for the population of the building, estimated at 
The sixteenth floor will have a 


rooms, 


2500 persons. 
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ArcHITECTS’ DRAWING 


AMERICA AT SIXTEENTH 


or THE New Home OFFICE OF 
AND 


THE INSURANCE COMPANY OF NortH 
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Fire Insurance 


large auditorium for gatherings of agents and 
lieldmen. 

The Insurance Company of North America 
has been located in its present situation for 
about forty years and the task of removal will 
not be an easy one but preparations are rapidly 
going forward and no difficulty is expected to 
interfere with the work. In 1913, the company 
had a capital of $4,000,000; paid dividends of 
$480,000; and had net premiums of $9,412,992. 
Some idea of the consistent growth which this 
organization has enjoyed may be gained from 
a glance at the financial statement as of Decem- 
ber 31, 1923, which shows a capital of $5,000,- 
000; total assets of $50,019,377; dividends paid 
of $1,250,000; and net premiums of $29,117,- 
393. These figures speak for themselves and 
indicate the reason for the excellent reputation 
which the company enioys throughout the in- 
surance world. 


La Cubana Compania Nacional’s Profitable 
Year 

Last year proved a profitable one for the 
United States branch of La Cubana Compania 
Nacional de Seguros of Havana, Cuba, which 
transacts fire reinsurance business in this coun- 
try. Its underwriting profit in 1923 was $06,- 
948, which, with investment gains amounting 
to $29,705, enabled the company to show an 
increase of $126,743 in the surplus of its Amer- 
ican branch. As of January 1, 1924, La Cubana 
reported assets in this aggregating 
$718,660; and after making due provision for 
unearned premiums and all other liabilities, it 
showed a surplus of $531,808. While the bulk 
of the company’s American business consists 


country 


of reinsurance of fire risks, it also furnishes 
coverage on motor vehicle, inland navigation, 
tornado, hail, sprinkler leakage, riot, civil com- 
motion, explosion, and other miscellaneous 
classes of risks. 

La Cubana Nacional’s United States branch 
is under the management of Fester, Fothergill 
& Hartung, of 110 William street, New York, 
who are also United States managers for five 
other foreign fire reinsurance companies and 
for one prominent foreign casualty and mis- 
cellaneous reinsurance institution. The firm 
named has, by its satisfactory business methods 
combined with the strength and standing of 
the companies it represents, won an enviable 
reputation among companies having excess lines 
to place. 


Revised Fire Rates to Be Effective Soon 

BIRMINGHAM, ALA., March 17.—The revised 
schedule of fire insurance rates for Birming- 
ham, Ala., providing sharp reductions in many 
sections of the city and increase in some other 
will become effective within the next two weeks. 





Charles Janvier Injured by Automobile 

Charles Janvier, a well-known fire insurance 
man, and president of the general agency firm 
of Janvier & Co., Ltd., of New Orleans, was 
recently knocked down by an automobile and 
suffered a fractured ankle. His many friends 
hope for his early recovery from the effects 
of the accident. 
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THE SIGN OF GOOD CASUALTY INSURANCE 
LIABILITY BURGLARY e 
ACCIDENT CREDIT Hy dl © 
HEALTH BOILER eadines- 
AUTOMOBILE LANDLORDS 
TEAMS ELEVATOR During the next sixty days newspapers from all 
COMPENSATION GENERAL LIABILITY parts of the country will be carrying headlines and 
stories of damage wrought by windstorms and 
Established tornadoes. N 





LONDON GUARANTEE & ACCIDENT r C0, Lid., “or senpen No. 


Head Office 55 Fifth, Ave., New York It is during this period particularly, that destruct- 








C. M. Berger, United States Manager ive winds will play havoc with property and credit. Exc 

— gre a oe the 

uilding, = alnut Street iladelphia, Pa. ; “overage by ‘Tornado surance is . 2 ° 

ELMER A. LORD & CO., Resident Managers. 145 Milk Street, Boston; Mass. Full coverage by Tornado Insurance is the only e 
guarantee of immunity from loss in any section. 4 

Whenever you sell a fire policy supplement it with as 


CRUM & FORSTER an American Hagle biearinesllovoses Tieaenore “ck 


policy; after a blow such service will be appreciated. 
















































































GENERAL AGENTS ids ; ; er 
110 WILLIAM STREET NEW YORK CITY A 
United States Fire Ins. Co., N. Y. A M EK R I A N E A {; ‘,, E espe 
Richmond Ins. Co., N. Y. us, 
Potomac Ins. Co., Washington, D. C. obta 
The = River Ins. Co., N. e ” F I R E IN SU RANC E COMPANY vant 
nion Fire Ins. Co., Buffalo, N. Y. Ei : York, N. Y. 
United States Underwriters’ Policy, N. Y Home Office: Eighty Maiden Lane, New York, the 
Guaranty Fire Assurance Corp., N. Y stat 
the 
. M. GUND, Mgr. W: Dept. HAROLD JUNKER, Mgr. Pacific Coast D ae 
. Pooepert | — ” San Srmaben Selleea ee HENRY EV _— & Cash in a 
Chairman of the Board 9 Capital: uine 
JAMES A. SWINNERTON One Million Dollars : t 
UNION HISPANO AMERICANA President wn 
epee see enaaertee AMERICA FORE" stole 
INSU RANGE COMPANY New York Chicago San Francisco regi 
31 SOUTH GWILLIA™M STREET i T 
peor 
New York to | 
MARINE INSURANCE SND REINSURANCE .. 
FIRE REINSURANCE i 
TELEPHONE BROAD 4478 fron 
to o 
ceed 
INCORPORATED 1832 men 
® oe . @ ry do : 
Virginia Fire and Marine 7 
INSURANCE COMPANY OF RICHMOND, VA. Pt 
January 1, 1924 S 
Reserve for Unearned Premiums .............. $1,251,042.79 Pic. 
SOther Mates... 55 <5 55 ceo Snes se 6 doo we is ees 307,400.33 lhe 
CAD eee ee ee ..... $500,000.00 to tl 
Net Sarplus............ ce . 1,103,162.36 rae 
Surplus to Policyholders................. . 1,603,162.36 pF  ditio 
a Se ne HOME OFFICE, NEW YORK loss, 
EAMG ROES oor oc Siaccis cishsiow aisveiseee $3,161,605.48 ence. 
Wm. H. Palmer, President Wm. H. Palmer, Jr., Vice President ; non 
B. C. Lewis, Jr., Secretary Wm. Palmer Hill, Asst. Secretary ; 
J.C. Watson, Treasurer J. M. Leake, General Agent C A S U A L T y N S U R A N C E t prob 
———————————$——$————————— —_—__— P due | 
LOYAL TO FRIENDS AND TO LOYAL AGENTS LOYAL Bk 
f the \ 
oe FIDELITY AND SURETY BONDS || *: 
i ishec 
FIREMEN'S INSURANCE COMPANY . 
OF NEWARK, NEW JERSEY We seek to deserve our progress and the sustained F diser 
aes 85 CORE confidence of the public by giving our agents p heav 
Capital, ee diiatne seh sree i $4,251,619.22 practical support—in which the first essential is a Tt 
ical reietagpoe i i 1 to the moral obligation of our indiv 
Assets, $14,683,598.32 Liabilities, $8,181,979.10 a - — 8 grapl 
NEAL BASSETT, President ° : ° regat 
JOHN KAY, Vice President WAITE BLIVEN, Vice Pres. The Royal Indemnity Adviser. Pina 
A. H. HASSINGER, Secretary WELLS T. BASSETT, Sect. tion 
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| FIRE INSURANCE NOTES AND EVENTS 


NEW YORK SURVEYS 

New Sprinkler Equipments.—Bulletins 
No. 2015 and 2016 of the Automatic Sprinkler 
Department of the New York Fire Insurance 
Exchange list 19 new sprinkler equipments with 
the following grading: One, 15 per cent; one, 
40 per cent, one, 45 per cent; two, 50 per cent; 
one, 55 per cent; three, 65 per cent; one, 70 
ner cent; one, 75 per cent; three, 80 per cent: 
pies 85 per cent; three, 90 per cent; one, 100 
per cent. 

As to Statistics—We revel in statistics, 
especially of a certain kind. They appeal to 
us, and generally the more strongly if we can 
obtain a comparison which shows a certain ad 
vantage in our favor. This was brought to 
the front in a recent address where it was 
stated that more automobiles were stolen in 
the United States in a year than are registered 
in any of the foreign countries. To the gen- 
uine American this appeals highly. The ethics 
of the thing do not disturb him, but he is very 
pleased that his country is so big that the state- 
ment can be made that more automobiles are 
stolen in a year in the United States than are 
registered in any other country. 

The Worm Will Turn.—The insurance 
people are a long-suffering folk, but it seems 
to have been possible for the Insurance De- 
partment, by the bills introduced in regard to 
agency limitation, commission limitation, and 
approval of devices limitation, to rouse them 
from their usually sweet, complacent attitude 
The sight is ex- 
ceedingly cheerful, beqause many had com- 
menced to think that it would be impossible to 
do anything to them that would even startle 
them into aggressive rebuttal action. The fact 
that it has is a healthy sign. 

Sprinkler Risks and Water Shut-Offs.— 
The number of losses that occur each year due 
to the water being shut off for repairs and a 
fire starting meanwhile, thus generating a con- 


to one of vigorous defense. 


dition that is followed many times by a heavy 
loss, should, by this .time, with all our experi- 
ence, have brought us to where we _ should 
In all 
probability the amount paid for a heavy loss 


know how to guard against such losses. 


due to this cause would be more than sufficient 
to keep some one at the valve all the time that 
the water is shut off, and thus be ready to turn 
it on if fire starts before the repairs are fin- 
ished. Certainly, we should have learned this 
simple bit of prevention long ago and it is a bit 
discreditable to the business that we still have 
heavy losses due to this cause. 

Their Photographs.—We wonder what the 
individuals who have losses think of the photo- 
graphs which are printed from time to time in 
regard thereto. These are not photographs ia 
the usual sense, but take the form of informa- 
tion furnished for the benefit of the carriers. 
We note some statements which are as much 


photographs as any that were ever taken, al- 
though they are put in language form. For 
instance, (a) the case left no room for doubt 
that the fire was the result of deliberation; (b) 
the assured had a number of fire claims but no 
moral hazard appeared to be involved. How- 
ever, the general tone of the physical condi- 
tions was such that the carriers must decide 
whether they wish to continue on such risks: 
(c) previous fire record a severe one, with 
criticisms of their previous losses and an ex- 
cessive claim in the last case. These, we re- 
peat, are photographs just as much as though 
taken by the camera. 


BOSTON AND VICINITY 

The reciprocal situation in Massachusetts 
continues to be one of the principai topics for 
discussion among insurance men. The reci- 
procal bill drafted by the Insurance Depart- 
ment has been printed, and Commissioner of 
Insurance Wesley E. Monk is meeting some of 
House 923, 
Missouri 


the proponents and opponents of 
the reciprocal bill fathered by the 
exchanges, which was the subject for heated 
discussion at three hearings before the joint 
legislative insurance committee. 

The new bill was drafted “at the informal 
request” of the insurance committee. House 
923 consisted of but ten pages, whereas the 
new bill is of 58 pages and would amend the 
Massachusetts insurance laws with a new 
chapter. The new bill has been termed “the 
best reciprocal bill ever drafted” by certain of 


the opponents of House 923. The first hearing 





on the new bill was advertised as of last 
Thursday, but as certain members of the com- 
mittee had not had an opportunity to read the 
bill the postponed, after con- 
siderable discussion. At this time the pro- 
ponents of House 0923 filed a lengthy brief with 
the committee answering the arguments of their 
The brief charged them with being 
“insincere and not in good faith” ard “merely 


hearing was 


opponents. 


throwing out a smoke screen.” 

The Boston and metropolitan district 
agency of the New York Underwriters, which 
for the past nineteen years has been with Elmer 
A. Lord & Co., will be transferred about May 
1 to Gilmour, Rothery & Co. 

Dr. Edwin H. Allen has been appointed 
medical director-in-chief of the John Hancock 
Mutual Life, to fill the vacancy caused by Dr. 
Haines’ recent death. Dr. Allen bas been in 
the service of the company for the past 34 
years. Ile isa graduate of Dartmouth, class of 
1885, and of the Harvard Medical School, 1880. 
Dr. Allen has served the John Hancock in the 
capacity of active practitioner, examiner, and 
assistant to the medical department His ap- 
pointment is in recognition of his long years 
of faithful service. 

Dr. William B. Bartlett, connected with 
the company since 1917, has been appointed 
medical director, and Doctors Byam Hollings 
and Roland A. Behrman of the home office 
staff been appointed assistant medical 
directors. These promotions are well deserved 
and will be heard with pleasure by the insur- 


have 


ance fraternity. 








to a client 








You never have to explain 


chose the Fireman’s Fund. 
Nothing will ever occur to 
demand an explanation. 


WHY you 
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The 


TWO-REPUBLICS LIFE 
INSURANCE 


EL PASO, 


CO. 


TEXAS 





ALLEN H. 


RODES, President 





FINANCIAL STATEMENT 


December 31, 1923 


ASSETS 
Home Office Building. . 

Real Estate and Contracts of 
MS aid eee ne See as 
Mortgage Loans............ 

Policy Loans.......... 
ae 
Agents’ Balances........ 
eS” eg 
Accrued Interest and Rents. . 
Net Uncollected and Deferred 

Premiums......... 
Other Assets............ 


$490,000. 00 


104,673 .98 
189,884.15 
263,339 . 90 
49 806.29 
37,086.22 
1,907.02 
20,147.65 


45,341.14 
34,331.73 


. $1,237,018 . 06 
50,802 .69 


Gross Assets.......... 
Assets Not Admitted 


Net Admitted Assets....... . $1,186,215 .37 


LIABILITIES 

Legal Reserve and Additions. 
Instalments not yet due..... 
Death Claims Pending—No 
Proofs Received.......... 
Unearned Interest.......... 
Estimated Taxes... . 
All Other Liabilities. . 


Surplus to Policyholders. . 


$1,186,215 .37 


$923,325 .37 


26,035.06 


3,000 . 00 
6,578 .05 
8,472.85 


15,157.86 


203,146.18 











EVERY MAN HAS AN INSURABILITY 


This company provides sound life insurance for every man who is willing to pay a preniium in 


keeping with the hazard the company assumes in insuring him. 


Address the 
company for particulars with reference to a policy or agency contract. 
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LIFE 


Insurer is liable for damages for unreas- 
onable delay in passing on application. In- 
surance companies are held to broader legal 
responsibility than parties to private trans- 
actions. 

On May 4 or 5, 1922, a local agent, 
ant insurance company, came to the home of 
the plaintiff and his wife, Mr. and Mrs. 
mon, and each of them made written applica- 
tion to the company for a policy of life insur- 
Mrs. Lemmon signed the application and 
together with 


ot defend- 


Lem- 


ance. 
then delivered it to the 
$13.56 as a premium on said policy for the first 
The agent then delivered to her 


agent 


one-half year. 
the following receipt: 


“Received from Mrs. Lulu Lee Lemmons of 
Cushing, Okla., $13.56 on account of the first 
one-half year’s premium 
ance of $1000 on the twenty-payment plan, as 


such insurance to be in 


on a proposed insur- 


this day applied for, 


force from the date of this receipt, provided 


approved by the 
Boston, and a 


the application therefor be 
company at its home cthice in 
policy issued on the plan applied for, the com- 
pany reserving the right to disapprove, reject, 
or postpone such application, and, unless the 
policy is actually issued, incurring no liability 
hereunder except for the return of any moneys 
paid hereon, if the application he not accepted. 
This receipt shal] not he unless the 


settlement receipted for above is for an amount 


binding, 
at least equal to one quarterly premium on the 
policy applied for, nor for an amount of insur- 
ance in excess of $20,000, and not less than 
$1000.” 

It also was shown that on the same day, the 
applicant was examined as to her physical con- 
dition by Dr. Davis. the authorized physician 
of the defendant and that her 
physical condition was satisfactory and a favor- 
able written report was made and delivered to 
the agent who forwarded it with the applica- 
tion. The application was not accepted, 
although it appears that a policy was mailed 


comipany, 


to the Oklahoma City office with instructions 
not to deliver it until after further investiga- 
tion. 


It appeared that the address on the applica 
tion was an erroneous one—the plaintiff having 
notified the agent that the Lemmon’s house was 
not numbered but that the house south of it 
217. and that the ad- 
218 was placed on the application by 
the agent. 


had a number on it of 
dress of 

It appeared that the Retail Credit Company 
had been made for an in- 
spection report had forwarded the application 
to its local agent. who was unable to locate 
the house and make a report on the applicant 
until he noticed an account in the paper of the 
death of the applicant, on May 24. Mrs. Lem- 
mon hecame ill with malarial fever on May IT, 


to whom the request 


SUNSUTAM CG 


By Joseph G). Seller of the New York Bar 





was improving on May 17, but died from heart 
trouble on May 24. 

The plaintiff claimed that it was the 
of the insurance company to pass on the ap- 
plication within a reasonable time and that if 
it had so acted, the policy would have been in 
force or the applicant could have secured a new 
He further claimed by 


duty 


policy before her death. 
reason of the company’s carelessness in not 
promptly passing on the application, that the 
plaintiff was damaged in the amount of $1000. 

A verdict for plaintiff was returned for full 
amount taken. 
The action was based not on a contract of in- 
negligence of the defendant 
to pass on the application within a 


claimed and this appeal was 
surance but on the 
in failing 
reasonable time. 

lTeld that the cause of action is founded upon 
an implied contract of the insurance company 
although nominally laid in tort and the action 
survives to the plaintiff as administrator. There 
was an implied contract on the part of the in- 
surance company to act on the application with- 
in a reasonable time. The applicant had done 
all that she could do to meet the requirements 
f the company, had submitted to an examina- 
tion, signed an application and paid the 
a duty to act 


pre- 


mium. The company is under 
promptly on the application. 

panies are held to a larger legal responsibility 
transaction. They 
State and it is 
to the public interest that indemnity should be 


declined with- 


Insurance com- 


than parties to a private 


act under franchise frcm the 

furnished upon application or 

in a reasonable time. 
Columbian Nat. Life Ins. Co. vs. Lemmons 


(Sup. Ct. of ‘Olean, 222 Pac. Rep. 255. 


FIRE 

Retention by insurer of informal proofs 
of loss is acceptance thereof. An informal 
preliminary proof of loss with oral testi- 
mony is good against demurrer. 

Plaintiff pleaded that he furnished a proof 
of loss within two days after the accident and 
otherwise performed all the provisions and con- 
d@ions of the policy. Defendant demurred to 
this testimony. 

Held that and proof of loss are not 
a part of the contract inserted solely 
for the benefit of the insurance company. 

Where, as here, is given immediately, 
though orally, and the company acts thereon by 
investigation on the day succeeding the fire: 
and where, agent of the company 
making the investigation directs insured to make 


notice 
—they are 


notice 


as here, the 
and deliver proofs of loss, which is done the 
second day after the fire though not in 
and detail as directed by the policy, and where, 
as here, such proof is retained for a period of 
months and twenty-two days without ob- 


form 


three 
jection to its form or sufficiency—it must be 


he company was satisfied with 


presumed that 1 
such proof, 


43 


eelselons 


The insurer must act in good faith and fair 
insured 
and must promptly advise the insured if there 
are any defects of a formal character. 

Where the paper introduced into 
purports to be a proof of loss and is so ex- 


dealing in all transactions with the 


evidence 


plained by oral testimony, such evidence is suffi- 
cient to withstand a demurrer and to take the 
case to the jury. 

White vs. Safe Guard Ins. Co 
(Sup. Ct. of Oklahoma), 221 


. of New York 
Pac. Rep. 57. 


MARINE 


Lessee of tugboat under a void lease held 
to have an insurable interest therein. In- 
sured’s failure to notify insurer that vessel 
had grounded before voyage commenced 
does not void policy. Jury’s finding that 
vessel sank through perils of the sea was 
warranted by the evidence. 


association insured 
account of concerned,” 
i. e., for the account of Tacoma Dredging Com- 
as it had the use and possession thereof. 
Defendant appealed to this court from a judg- 
plaintiff entered upon a verdict by 


The defendant insurance 
the tugboat Bear “for 
pany, 


ment for 
a jury. 

It appeared that the boat was the property of 
a certain partnership, of which one of the part- 
ners had recently died—that the surviving part- 
ners then leased the boat to Tacoma Dredging 
take it from Grays 
Harbor to Tillamook Bay in Oregon, 
it was to be used as a tug-boat and tender. 


Company, who planned to 
where 

The 
hoat was taken to Tillamook Bay and after be- 
ing used there for a time was to be returned 
to Grays Harbor. Accordingly the boat was 
insured with defendant company for the return 
voyage. While en route, the boat sprang a 
leak and shortly afterwards sank in the Pacific 
Ocean. 

The defendant claimed that the lease of the 
boat was void and therefore a the plaintiff's 
the Tacoma Dredging Company, had 
no insurable interest in the boat. 


assignor, 


It may be conceded that the surviving part- 
ners had no power to make the lease without 
the consent of the administrator of the estate. 
of the deceased partner, and the lease was there- 
fore void; nevertheless the dredging company 
had an insurable interest as it had possession of 
the boat and was liable for the preservation or 
value thereof to whoever was the legal owner. 
\n insurable interest does not have to be sup- 
ported by a strict legal title therein or even by 
a strict legal right of possession therein; it is 
sufficient if the insured’s relation to the prop- 
erty is such that “he is liable for its safety, 
care and protection.” 

It was also claimed that the policy was void 
hecause the insured concealed the fact that the 
boat was aground a number of times while in 
Tillamook Bay. 


which fact, if known to the 
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Public Accountant 








HARRY C. LANDWEHR 
CERTIFIED PUBLIC ACCOUNTANT 
Insurance a Specialty 


75 Maiden Lane New York City 
Telephone Beekman 3461 
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PAUL L. WOOLSTON 
INSURANCE EXAMINER, 


ACTUARY AND ACCOUNTANT 


MAJESTIC BLDG., 


DENVER, COL. 














Prominent Agents and Brokers 








FRANK J. HAIGHT 


CONSULTING 
ACTUARY 


Hume Mansur Bldg. 
Hubbell Building 


Indianapolis, Ind. 
Des Moines, lowa. 








LEON IRWIN & CO., Inc., New Orleans, La. 


REPRESENTING 


American Eagle Auto- National Union New Amsterdam 
mobile-Hartford National Hartford Casualty Co. 


American Equitable U.S Fire Indemnity Company 
Fidelity- Phenix Stuyvesant of America 
Insurance Co. Automobile Insurance 
State Pa. BROKERS’ LINES SOLICITED 











JULIAN C. HARVEY, F.A.I.A. 


CONSULTING 
ACTUARY 


CHEMICAL BUILDING 


8ST. LOUIS, MO. 














Actuarial 








JNO. A. COPELAND 


Consulting Actuary 
JAS. R. COTHRAN 
Associate Actuary 


322 HURT BLDG. ATLANTA, GA. 


Actuarial 
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= a 
JAMES H. WASHBURN, F.A.I.A, 
CONSULTING ACTUARY 
LIFE INSURANCE—Ordinary, Int 
Group, Industrial and Special Clan 
WORKMEN'S COMPENSATION 
Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 
Cable Address: Gertract, New York 
1065 BROADWAY NEW YORK CITY 











ee, 


GEORGE B. BUCK 
ACTUARY 


Specializing in Employees’ 
Benefit and Pension Punds 














25 FRANKFORT ST. NEW YORK 
1 
| T. J. McCOMB 
CONSULTING ACTUARY 


Colcord Bldg., OKLAHOMA CITY, OKLA, 





e 





F, M. SPEAKMAN, C. P. A. 
CONSULTING ACTUARY 


BURNS & SPEAKMAN, Certified Public Accountante 
THE BOURSE PHILADELPHIA 

















FACKLER AND FACKLER 


DAVID PARKS FACKLER, F. A. 8. 
EDWARD B. FACKLER, F. A. 8. 
WILLIAM BREIBY, P. A. S. 
CONSULTING ACTUARIES 

50 BROAD STREET NEW YORK 








— 





A. SIGTENHORST 
CONSULTING ACTUARY 


National City Bank Bldg., WACO, TEXAS 








MILES M. DAWSON & SON 
CONSULTING 
ACTUARIES 


National Association Bldg., 36 W. 44th St. 
NEW YORK 


| 
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FREDERIC S. WITHINGTON, F. A. I. A. 
CONSULTING ACTUARY 


Suite 948-949 
DES MOINES, IOWA 


Insurance Exchange Bldg., 











Joseph H. Woodward Richard Fondiller 
Harwood E. Ryan 


WOODWARD, FONDILLER and RYAN 
CONSULTING ACTUARIES 


Examinations and Audits in 
all Branches of Insurance. 


75 Fulton Street, New York 


ABB LANDIS 


Consulting Actuary and Counsellor 


CLARENCE L. ALFORD 


Associate Actuary 


WASHINGTON, D.C. NASHVILLE, TENNESSEE 
10 Jackson Place, N.W. Independent Life Building 








SAMUEL BARNETT 


CONSULTING ACTUARY 
INSURANCE LAWYER 


502 Forsyth Bldg. ATLANTA, GA. 











Conservation Specialists 


THE OTIS HANN COMPANY, Inc. 


“Life Insurance Service’’ 


10 So. La. Salle St. Chicago, III. 
References Covering Past 23 Years 














DONALD F. CAMPBELL 
CONSULTING ACTUARY 


343 So. Dearborn St., Room 1100 CHICAGO 
Telephone, Harrison, 3384 








W. H. GOULD 


ACTUARY & EXAMINER 
SYSTEM REVISION 
75 FULTON ST. 25 FRANKFORT ST. 


NEW YORK: _ ,, 








L. A. GLOVER & CO. 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 


29 South La Salle St., Chicago 














Consulting Engineers 

















FREDERICK A. WALDRON 
CONSULTING ENGINEER 
Designer of 


HOME OFFICE BUILDINGS 
Full Architectural and Engineering 
Services Available 
37 WALL ST. Tel. HANOVER 6718 NEW YORK CITY. 
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Statisticians 


— 


STATISTICS 


Annual statements, writings, can- 
cellation and reinsurance schedules, 
special calls and all work requir- 
ing the use of tabulating machines. 
Also overload work. Expert comp- 
tometer operators on short notice. 

















FENWAY COMPANY, INC. 





























Whitehall 20 Vesey Street 
7796 New York 





Underwriters 
Statistical Bureau, Inc. 


We render complete statistical service 
and relieve you of the pressure of annual 
statement filing. 

We are also equipped to prepare can- 
cellation and reinsurance schedules, or 
handle any job where the use of tabulat- 
ing machines or comptometers is de- 


sirable. 
Phone: JOHN 1090 
50 John St. New York City 











appellant’s agents, would have induced them to 
refuse to issue a policy because of the possibil 
ity of the boat being rendered unseaworthy. 
Held that the failure to disclose such facts to 
the insurer, in the absence of special circum- 
stances, does not avoid the policy. The ground- 
ing of a boat in the shallow waters of the bay, 
on the soft bottom, was not likely to result 
in any injury. Failure to notify appellant of 
the grounding of the boat does not avoid the 
policy. 

The fact that the boat developed a 
shortly after commencing her return voyage and 


leak 


thereafter sank, without any apparent cause for 
the leak, does not change the burden of prov- 
ing unseaworthiness which rests upon the plain 
tiffs who seek recovery under the policy. Strik- 
ing a hidden pile or spike may have opened a 
seam and admitted the water—the leak in itself 
does not show that the vessel was unseaworthy. 

It further appears that the 
examined by Captain March on the 17th day 
of February, 1921, just before the boat left on 


boat was 


her return voyage and was found to be in good 
seaworthy condition. The evidence was suff 
cient upon which to find that the vessel was 
seaworthy. 

The hoat was lost because of “perils of the 
sea” against which she was insured. The loss 
Was actually due to a peril of the sea, even 
though the cause of the leak, which finally re- 
sulted in her sinking, cannot be ascertained. 
This was a question of fact which the jury 
Properly found for the plaintiff. 

Judgment affirmed. 

Delanty vs. Yang Tsse Ins. Limited 
(Supreme Court of Washington), 220 Pac. Rep. 


y fss’n, 
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Albany Legislation 
(Continued from page 7) 
derived from old receiverships of defunct in- 
surance companies, and appropriating $250 for 
advertising for claimants. 

Senator Byrne, amending sections 7 and 34, 
consolidating sections 162 to 168 into section 
102, and amending such section, and adding new 
sections 163 to 165 and 167, renumbering sec- 
tion 169 as 166, and amending such section, in- 
surance law, relative to taxation of insurers’ 
licensed to do a marine insurance business, pro 
viding for licensing marine insurance brokers 
and making other changes. 

Senator Byrne, amending section 187, tax 
law, by providing that the franchise tax, in re- 
spect to premiums for marine insurance, shall 
he equal to five-tenths of one per cent, and shall 
include all premiums for such insurance writ- 
ten in the United States, not reported in any 
other State or territory for taxation therein. 
reinsurance in certain 


except premiums for 


Cases, 


COMPROMISE NOT LIKELY NOW 
Kansas Rate Evidence Being Compiled as 
Formerly 
Topeka, Kan., March 17.—Judging from the 
activities of the Kansas Insurance Department 
there does not appear to be much hope of a 


compromise being effected in the fire insurance 
rate suit now pending more than two years. 
The department is going ahead with the com- 
pilation of the statistics required in the prosecu- 
tion of the suit just the same as if there were 
1o compromise offers heing considered by the 
The new 1 


companies or the State. reports o1 


the companies for 1923 are just becoming avail 
able and the figures of these reports are being 
compiled to bring all of the statistics up-to-date. 
The State 


| r some 


attorneys for the have also asked 
additional data relative to the business 
the companies. 

The attorneys for the companies and for the 
State do not appear very hopeful that the com 
The 


tives of the Kansas Insurance Agents Associa- 


promises will be successful. representa 


tion who have been conducting the negotia- 
tion appeared to believe that there is a chance 
that the case will be settled. 

The companies offered a_ settlement and 


agreed to make effective at once reductions in 
fire and tornado rates aggregating about $6o0.- 
The State officials 


the case presented a 


000 a year. interested in 
counter proposal that the 
March 1, 


the order reducing rates 


reductions be made retroactive to 


1922, the date when 
was made effective. This would make the re 
ductions available to these who had paid their 
premiums in the two years and would result in 
the bulk of the impounded premiums being re 
turned to the policyholders. 


General Agency Opportunities 


The Bankers Reserve Life Company oi 
Omaha, Neb., of which R. L. 
dent, 
States, so that it is now operating in 38 States. 


It offers especially good general agency open 


Robison is presi- 


has recently been entering additional 


ings at this time in Delaware and Vermont 
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It also has open territory for managers in 


Cleveland, O., Pittsburgh, Philadelphia, Scran- 


Md. 


Maine is another of the States where attractive 


ton, Pa., Baltimore, and Cumberland, 


pportunities exist for capable managers. 





PERSONAL ITEMS 











John Fuhrer, vice-president and actuary of 
the Guardian Life Insurance Company of 
America, recently completed fifty years of con- 
tinuous service at the home office. In celebra- 
tion of the event, a luncheon was given in his 
honor by the officers of the company and Pres- 
ident Heye expressed the appreciation of all 
at the devotion with which Mr. Fuhrer has ad- 
vanced the interests of the Guardian Life dur- 
ing the past half a century. The officers pre- 
sented Mr. Fuhrer with a handsome grand- 
father’s clock and the employees gave him an 
engraved gold pencil in commemoration of the 
occasion. 


President M. k. Singleton of the Missouri 
State Life, in recognition of his five years’ suc- 
cessful leadership, was accorded a vote of ap- 
preciation by the directors at their meeting a 
few days ago, and a resolution to that effect 
was adopted. The company had assets of $109,- 
850,054 and insurance in force of $176,746,036 
when Singleton became president, and now has 
admitted assets of $46,989,946 and insurance in 
force of $475,735,988. During his administra- 
tion the company has established branch offices 
in thirty principal cities. The directors are 
W. Frank Carter, Henry Deisel, Sr., Theobald 
Feiss, J. L. Johnson, Robert McKittrick Jones, 
T. F. Lawrence, C. A. Lemp, W. S. McLucas, 
E. S. Ready, J. Shephard Smith, D. D. Walker, 
Jr.. and M. E. Wilkinson. 

Ernest W. Brown, secretary-treasurer, of the 
Inter-State Business Mens Accounting Asso- 
ciation of Des Moines, has left for a month's 
trip into Mexico. He will head an expedition 
to Mazatlan, on the west coast, seven hundred 
miles south of the U. S.-Mexican border, to 
obtain new specimens for his private collection 
of fish. This collection is said to be the largest 
private collection in the world. Mr. Brown 
is taking a taxidermist with him, who will 
have charge of the mounting of the specimens 
as they are caught. : 

Joseph Froggatt, president of Joseph Frog- 
gatt & Company, prominent accountants of New 
York City, has arrived in San Francisco to 
look after the affairs of Froggatt & Company, 
the California firm of which he is also head. 
Hlis friends in San Francisco gave a banquet in 
his honor at which many prominent Golden 
Gate insurance men were present. He intends 
to remain ten days before starting hack East. 

Norman R. Moray, general manager of the 
Hartford Accident and Indemnity Company, 
recently departed for the Pacific Coast, where 
he is to meet President R. M. Bissell of the 
Hartford Fire Insurance Company, who left 
for California the day before. They will come 
hack by the southern route. 

Walton L. Crocker, president of the John 
Hancock Mutual Life Insurance Company, 
Boston, is taking the first real vacation that 
he has had in a number of years. It is his 
intention to spend two months touring Europe. 
Mr. Crocker is accompanied by his wife, and 
Vice-President John L. Wakefield. general 
counsel of the company. The party sailed 
from New York last Saturday. 

Vice-President W. L. T 
Life Insurance Company of \ 
Rogerson, sailed from New 
recently. They expect to he 
months. 


Rogerson, of the 
irginia, and Mrs. 
Rome 

two 
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An Exceptional Opportunity HOME LIFE INSURANCE COMPANY 


for ETHELBERT IDE LOW, President 


General Agency Contract The 64th Annual Report shows: 


Unusually Liberal Terms Premiums received during the year 1923 $7,686,855 
Payments to Policyholders and their Beneficiaries in Death 


Splendid Territory ‘ Claims, Endowments, Dividends, etc. 5,871,544 
Home Office Cooperation Increase in Assets 2,401,507 
— seg hy wd 56% E 
Co ‘ nsurance in Force 247,373,21 
Oldest Legal Reserve mpany in Texas. PGCE BABOES «6 ose. 6.5.60: 0 4:0 0'0 0'eiw wiv arise Fowles sips siei'e Nereieied 48,655/222 


Texas Life Insurance Company GEORGE wing esl hl of Agents 
Write Today Waco, Texas 256 BROADWAY NEW YORK | 
=) 7 


ee 
4 


ARE YOU BIG ENOUGH! WANTED.---GENERAL AGENTS!! 


to consider an attractive manager’s contract for Bronx-Yonkers # 
district? FOR SEVERAL POINTS IN NEW JERSEY 


An Eastern Life Insurance Company with a reputation for} 
square dealing and real cooperation with its agency force, has ¥ WILL OPEN NEW TERRITORY FOR GOOD MEN 


a splendid opening for a man who is energetic, level-headed, ‘e 
ambitious and capable of handling and inspiring other agents. 




















Se a The Shenand i 
If you are the right man, a Home Office official will conduct all oah Life Insurance Company 
negotiations in a strictly confidential manner. . ROANOKE, VIRGINIA 


Address AGENCY DEPARTMENT f R. H. Angell, President W. L. Andrews, Sec’y-Treasurer 
Care of THE SPECTATOR “ On Agency Matters Address W. F. Macallister, Agency Manager. 

















EXCELLENT OPPORTUNITY “ 
for Reliable, Energetic men to represent us in the states | As a Business Man, 


of Illinois and Missouri with direct Home Office contracts 
Liberal licies it may be assumed you carry life insurance. Are you receiving 
po. . the maximum advantages in rates and service? It is worth 


CAPITOL LIFE INSURAN CE COMPANY your while comparing any insurance with that of 
OF COLORADO The Great-West Life Assurance Company 


Clarence J. Daly, President DENVER, COLORADO HEAD OFFICE—WINNIPEG 


NEW and up to date policy SOUTHERN LIFE AND HEALTH INS. CO, 


rae Mae ne oe a 

to Policyholdersand Agents. 66 

NOT SO BIG to lose sight of Oldest and Best’ 
—- Agents, —— big & ab 
enough to serve its Agency H ebi en an iness 
and Pelicehabere eattien- Has openings for good debit m usines 
torily. SOME GOOD terri: producers. 
tory in an ? 
DAKOTA open for Agents. P. O. BOX 884 BIRMINGHAM, ALA 

DES MOINES, IOWA JAS. H. JAMISON, Pres’t : 















































The Home Life Insurance Company of America 


A Great Incorporated 1899 
; PROTECTS THE ENTIRE FAMILY 
A Wy FU AUG American 
—— TACTICAL 2(U rural policy pro- This Company issues all modern forms of policy contracts from BIRTH 
ea ays Ly ée to 60 years next birthday. 
silt vides com- INDUSTRIAL POLICIES are in FULL IMMEDIATE BENEFIT from 
ple te pro- date of issue and are up-to-date in every respect. 
t ti : ORDINARY POLICIES contain valuable SPECIAL DISABILITY and 
ection in TOTAL AND PERMANENT DISABILITY CLAUSES and DOUBLE 
Ohi re) ? Ss INDEMNITY FEATURES, and are guaranteed by State Endorsement. 


A Home Life policy brings peace of 
largest and mind to the man who loves his family. 


stro ngest Basil S. Walsh, President P. J. Cunningham, Vice-President 
aut bil Joseph L. Durkin, Secretary John J. Gallagher, Treasurer 
automondue Dr. E. Bryan Kyle, Medical Director 


insurance Independence Square Philadelphia, Pa. 


company. 
Desirable territory open for General THE COLONIAL LIF E 


Agencies in Virginia, Florida and District INSURANCE COMPANY OF AMERICA 


of Columbia. Excellent opportunity for welcomes men with a good past who 
producers who can furnish unquestionable seek a better future 
references. 











MANSFIELD, OHIO 

















. Ideal contracts in a square=deal company 
Our Home Life Insurance Co. 2. jcibeiees aaa 


- < GEO. T. SMITH, Vice-President DUNBAR JOHNSTON, Secretary 
Suite 206-7-9-10 Commercial National Bank Bldg. CHAS. F. NETTLESHIP, 2nd Vice-Pres. S. R. DROWN, Supervisor of Agencies 
WASHINGTON, D. C. HOME OFFICE, JERSEY CITY, NEW JERSEY 




















